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Realities at Retail 


In search of the truth 
as to the actual situation at retail, our field editor gets 
from three merchants in Minneapolis the situation as 
they see it. 

E. C. Bates, Minneapolis. 
“Romantic Bunk” has built up many a business in a 
hurry. These businesses apparently flourished for a 
sufficient period to attract numerous imitators, then 
the whole house of cards has tumbled. 


The proper foundation of any business is good 
honest merchandise, intelligently sold at reasonable 
prices. There is no room for any bunk. 

We are in this chaotic condition on account of 
bunk. Too many concerns have surrounded them- 
selves with the glamor of this “Romantic Bunk,” to 


use a phrase of my own coinage. This has seemed 
to be the dominant thought in so much advertising 
copy that people are not reading the ads. 

Advertising that counts is giving the public genu- 
ine values. 

The public is fast getting back to normal. After 
this cycle that we are experiencing, those businesses 
which are founded on honest principles will emerge 
stronger and will be more prosperous than ever. 
Those stores which cater to just the cream or center 
of the trade will soon fade, as a store must be a real 
service center in order to exist. 


Arthur Gale, Powers’ Mercantile Co., Minneapolis. 

A considerable amount of gum-shoe work has re- 
vealed a certain present day tendency. Mrs. Average 
Woman, who has in the past bought five pairs of 
shoes a year, three of which cost her $10 a pair or 
better, and two at a less price, is now buying one 
pair of shoes at $12.50 or better, two pairs at $8.50 
and is experimenting down in the $5 and $6 grades. 
When a woman pays from $75 to $100 for a dress 
she feels that she must have a shoe costing her at 
least $12.50 to go with her costume. But when the 


dress is worn a bit, then a pair of $8.50 shoes is con- 
sidered plenty good enough. On the other hand, 
when this same woman picks up a bargain in a dress 
for $15 or $18 the temptation to experiment with 
$6 shoes is strong. 

Now to go down the price scale. The multitude 
are buying 80 per cent of their shoes at $6 or less. 
They too are straying, in that they are trying out the 
$2.95 grades. 

When conditions get back to normal, as they are 
doing now, both these types of women will go back 
to their previous standards in a large measure. Pos- 
sibly there may be a distinct lessening of shoes in the 
very high grades, but a woman accustomed to a good 
turn will surely buy that grade of merchandise as 
soon as finances or the secession of fear of spending 
permits her to. Definite, established merchandise is 
just as valued and prized today as ever. People have 
respect for high grade merchandise, even if their 
present status will not allow them to purchase it. 


C. M. Stendal, Minneapolis. 
A good many shoemen are commencing to realize that 
they cannot force sales volume anv more than the) 
can push ten inches of water through a six-inch pipe. 

It is our experience and that of other merchants 
that I have talked with that the public is paying about 
$1.50 less per pair for their shoes than they paid a 
year ago. This is reflected in all grades. In my 
estimation, this has nothing to do with the present 
business condition, but is a trend that was first made 
manifest in the spring of 1928. 

Women, especially those who have been accustome«| 
to turns, are far from satisfied with what their 
money will buy in the less priced shoes. Even now 
they are gradually returning to their former grades 

Men, however, may be kept from going into the 
lower brackets if we shorten our markups and adjust 
the overhead in this department to where it is less. 














Winter Sportswear 


Sport shoes for Summer are an established fact. Shoe 
stores can also earn extra profit in Winter by featuring 
outdoor footwear 


and apparel . . . appropriate 


for the season 


hint for the shoe man. .Many a shoe store has 
learned from experience that it can profitably fea- 
ture not only sports footwear but sweaters, lumber- 
jacks, wool hose and other items designed for use 
with heavy out-of-door sport shoes. 

For instance, there is the new “stag” shirt or 
over-jacket. Though only introduced last season 
its popularity is already assured. Of pure wool, 
loosely twisted and coarsely woven to combine 
thickness and warmth with a minimum of 
weight, it is so constructed that it can be 





Practical types of foot- 
wear for skiing, hunting, 
hiking and general out- 
door sports wear in 
northern climes during 
the winter season 





Wer sportswear suggests 


the more homely, rough-and-ready but practical attire 
designed for the comfort of those hardy and healthy 
souls who fare forth in the North country to enjoy 
real sport. Mighty few frills or furbelows but, in- 
stead, a variety of comfortable, practical wearables 
planned to answer the requirements of those actively 
engaged in one or the other of the many exhilarating 
outdoor winter sports. 

Incidentally, many of the items designed for some 
specific purpose, such as hunting, are equally adapta- 
ble to any number of winter sports and, in many in- 
stances, especially in the rural communities, to use in 
the ordinary pursiuts—as many a dealer in sports- 
wear has learned to his profit. And here’s another 
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worn as either a shirt or a jacket. The new 
and extremely practical feature is a cape, of 
the same material as the shirt proper, which 
starts under the rather deep collar and ex- 
tends downward approximately 15 in. all 
the way around. 


This cape buttons down 
over the two buttons on the breast pockets 
and is tacked fast at intervals across the 
hack—serves as a double protection against 
wind, snow and rain, while permitting a 
free circulation of air. By buttoning over 
the two breast pockets it prevents the en- 
trance of snow or rain, thus protecting the 
contents under all circumstances—there are 
also two large side-pockets for use when worn as a 
jacket. The “stag” shirt is most preferred in con- 
trasting block plaids and, while especially recom- 
mended to hunters, is admirably adapted for skating, 
skiing and other kindred sports. 

Another hunting shirt that has been received with 
much favor is of heavy wool and is dyed a flaming 
scarlet-—the manufacturer’s contribution to the cause 
of safety first! It is not only serviceable and pic- 
turesque but a real safeguard, particularly here in the 
“States” where open seasons are short and hunting 
areas more or less crowded. The reversible hunting 
coat is also designed with an eye to safety. The one 
side is of bright scarlet and the other is of water- 
proof duck, to cope with all weathers. 
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and Shoes—for Points North 


By CHARLES RANDALL CHOATE 


For milder days, and for the man who takes his 
winter sports in watching rather than performing, 
sport shirts of fine French flannel make a strong ap- 
peal. Extremely light in weight they eliminate all 
bulkiness yet are delightfully warm. They are cut on 
the customary collar-attached shirt pattern differing 
only in regard to the two breast pockets which are an 
essential in any sport shirt. They are shown in a 
galaxy of bright solid colors and in a large variety 
of authentic Scotch plaids and are as apt to be en- 
countered on the Northern golf courses as at Lake 
Placid or similar resorts for which they were origi- 
nally designed. 


— vests are again 
gaining in favor, thanks, we are informed, to greatly 
improved methods of tanning and dyeing. This sea- 
son’s showing includes types for every need from 
ordinary street wear to Arctic equipment. The lighter 
weights are made with either kid or suede finish and 
are as soft and pliable as wool though purported to 
be impervious to wind and cold. Several are so light 
that they can be worn under a sack coat with no feel- 
ing of bulkiness and with no sacrifice of appearance 
—a real boon to the man whose affairs keep him con- 
tinually out of doors. For sportswear they are heavier 
though still remarkably pliable and range from plain 
leather to full sheep-lined. With or without sleeves, 
of course, and many of the heavier, bulkier types have 
a silk or celanese covering to permit an easy slipping 
on and off of the outer garments. 


alpaca pile. The pile is thick and deep and it is hard 
to imagine a warmer covering. Though somewhat 
bulky in appearance it is unbelievably light in weight 
and very pliable. Equipped with knitted collar, cuffs 
and waistband and lined with celanese. 


Qaiing outfits, so termed, 
offers a truly varied and interesting selection. As a 
matter of fact, though perhaps designed primarily 
for skiing, they are just as apt to be found function- 
ing perfectly as the correct attire for any other winter 
sport. Many of these outfits are two-piece blouse, or 
coat, and trouser combinations. 
land supply several 
of these suits which 


Norway and Switzer- 






















are usually dark 
blue, of sturdy wool 
and flannel lined. 


The blouses button 
or lace tightly at 
the throat and the 
coats are double- 
breasted with con- 
vertible or  turn- 
down military col- 
lar. 

[TURN TO PAGE 62, 

PLEASE | 








Wind-breakers or lumberjacks 
continue to cut a very important 
figure in the winter sportswear 
field, both for boys and men. The 
variety is so great and so well- 
known to the rank and file that it 
is hardly necessary to describe 
them. There are, however, sev- 
eral novelties this season which 
are both attractive and practical. 
One is the introduction of French 
Hannel as lining instead of silk or 
kindred fabric—a step which spells 
both greater service and warmth. 
Another innovation is the develop- 
ment of a wind-breaker of fine 
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Skating boots and moccasins present 
extra profit opportunities for Christ- 
mas and the winter months 
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“ 

W ou're right, Charley! 
Direct mail is a squandering of postage; ‘personal’ 
letters are nothing but waste basket fodder ; envelope 
addressing merely relieves some girl’s unemployment 
situation, if....” 

Homer Davis, advertising counsel, gave his shoul- 
ders a sarcastic shrug. “If,” he went on, “that girl is 
addressing those envelopes to names in the directory 
or telephone book on the Oh-let’s-try-pages-17-to-42- 
this-time method! That’s the worst form of listless 
advertising.” 

“So Bowman and Son’s shoe store found out to 
its expensive sorrow,” Charley Bowman agreed. 

“Now, Charley, don’t condemn a good thing be- 
cause you went at it the wrong way. The important 
thing is the right mailing list. It’s the big thing” 
Davis asserted, “more important than the printing, the 
stationery, or even the message itself. One thousand 
letters to just the right people will outsell three thou- 
sand sent hit or miss—and at one-third the cost. The 
list is the thing.” 

“To just the right people, you say! Agreed! But 
where on earth do you find such a list?” Charley 
challenged him. 


“You don’t find it, Charley, you build it. There’s 


no other way. Your very best mailing list is walk- 
ing in and out of your doors every day, your own 
customers ! 


They are the basic foundation of your 
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list. They are your kind. _They know you. They 
are your most productive field and it is the height of 
financial foolishness to send direct mail out after new 
customers before you have cultivated your own trade 
intensively, 

“Repeated tests prove a list of your own customers 
will respond as much as five to one over any other 
list.” 

“Of course they will!’ Charley retorted. “They are 
our customers. They always come here anyway, mail 
or no mail. They belong to us.” 

“Do they? Let’s see about that! Do you take off 
very many competitors’ shoes in your daily selling ?” 

“T’ll say we do! We're getting lots of their trade. 
It’s quite encouraging. The boys say fully fifty per 
cent of our sales are to people wearing other stores’ 
shoes. Pretty good, eh?” 


eo 
And you say your business 


is about even with last year,” Davis remarked. “Now 
let me tell you something : 

“Every time you take off a competitor's shoe, some 
competitor is taking off one of yours. 

“You can’t get around that rule. It’s plain arith- 
metic. If all your customers always came back your 
business would stay the same if you never took off a 
strange shoe. You lose one every time you gain one. 
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Lists 


otherwise your business would be gaining tremen- 
dously.” 

Charley sputtered. “Well, maybe....yes, I guess 
you must be right. I never thought of it that way.” 

“Let no man think he owns his trade; that he need 
not keep in touch with them,” Davis went on. “What 
would you think of a farmer who spent all of his time 
at the laborious task of breaking new ground, neglect- 
ing to work the land already under cultivation ? 


oe 
Even a hen has sense 
enough to go back for worms where she found worms 
yesterday. And she keeps scratching that spot till 
it’s de-wormed. 

“The booby prize for advertising goes to a certain 
shoe man who began a mailing campaign to a list of 
names. Whenever one made a purchase he threw that 
card away. 

“It’s a safe bet that not ten per cent of your cus- 
tomers buy all their shoes here the year round. They 
are the ones to cultivate first. 

“Let’s consider that point proved. So if you have 
no list of customers you have no business attempting 
direct mail till you get one. 

‘Take every customer’s name and address if pos- 
sible. Record the size, the style, the date and any 
other information the patron seems inclined to give. 
You can’t send letters that sound personal unless you 
know something about the person addressed. 

“Of course your charge accounts give you a good 
start. But don’t try to mail direct from the accounts. 
Copy the names on 3 x 5 cards. 

“Before you begin determine what classifications 
you intend to make. For a starter I’d suggest the 
simple method of having all names in only one file, 
using different colored cards for such primary segre- 
gations as: 

1. Women’s ; white. 

2. Men’s; blue. 

3. Children’s ; pink. 

“T would try to classify each name further. For 
instance, A, high priced shoes; B, low priced shoes; 
C, arch support shoes, etc. You mail can then be 
right to the point.” 

“But,” Charley objected, “why send arch support 
shoe literature only to those who have previously 
bought arch support shoes? We want everybody to 
know about those shoes.”’ 

Davis’ answer was quite plain. A store the size of 
Bowman’s could spend only fifty to sixty dollars a 
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And How to Bring 
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Many merchants do not know they can keep their mailing lists 

corrected by printing a request on third class matter asking the 

postmaster to notify them on FORM 3547 in case the addressee © 

has moved. This form compels the carrier to fill in the NEW 
address as weil as the old 


month on direct mail. That means about one thou- 
sand letters, not enough to cover their whole list by 
any means. The sensible course then would certainly 
be to mail only to those most likely to be interested, 
the ones who had actually bought such shoes in the 
past. 

“Cash customers are glad to give their names if 
they know it’s to their advantage,” Davis continued 
“Tell them you want to give your regular customers 
whatever preference you can regarding special sales 
or new styles. Then stick to your word. 

“In fact the cash customers appreciate attention. 
They are quite often heard voicing the justifiable pro- 
test that merchants pet and coddle their charge cus- 
tomers, while they ignore the ones who hand over 
good cash when they buy. 


oe 
H.. your list will grow 
if you keep right at it! Put on a little contest among 
the salesmen to get them going. Be sure to get names 
of customers you miss as well as those vou sell. They 
are A 1 prospects. 

“You'll need a file labelled ‘discards.’ In it put 
cards of transients stopping at hotels. Don’t waste 
postage on them, but the information may come in 
handy later. Use this file to preserve the cards of the 
‘nixies,’ returned mail on which you fail to locate 
correct addresses by the methods I'll describe in a 


minute. 
[TURN TO PAGE 58, PLEASE 











Customers Pick Best Style 


Style Selection Contest Scores Success 


as Publicity Stunt for Potter's, Cincinnati 


Bastead of telling the women 
of Cincinnati what would be the outstanding shoe 
style of the season, the Potter Shoe Co. decided to let 
the women decide. The idea was dramatized as an 
effective publicity stunt which aroused a tremendous 
lot of interest among patrons of this well known 
store and the public generally. Here’s how it was 
accomplished. 

About a hundred pairs of style shoes were selected 
from stock, including the Booterie, the Junior De- 
partment and the women’s main floor department. 
some duplicated in patterns but different in material, 
to give color. A large table was built in the form of 
a hollow square with a gray plush top and gray satin 
curtain, giving a neutral background. 

The lot number and the price of each shoe were 
noted on a gummed sticker which was pasted in the 
shank of the shoe. The shoes were then placed on 
the table. A ballot box, covered with material of the 
same color, was placed on a pedestal inside the hollow 
square. 

Three advertisements announcing the contest, as 


22 


shown in the illustration, were published, one in the 
Monday morning Enquirer, and one each in the Mon- 
day Evening Post and Times-Star. The windows 
were trimmed with style shoes in black, green and 
maroon. Materials suitable for wear with these shoes 
were also shown, giving the ensemble idea. The ad 
announcing the contest was mounted in a frame and 
placed in one of the windows. 

The contest opened on Tuesday morning and con- 
tinued two days. Customers were met at the door 
by one of the young women of the sales force who 
gave them a ballot, similar to the one reproduced on 
the opposite page and providing for a first and second 
choice. The first choice, however, was the one that 
counted. Another saleswoman was assigned to the 
ballot box and stationed inside the hollow square 
where the shoes were shown. It was her duty to 
answer questions, receive the ballots and place them 
in the box. 

The following were asked to act as tellers in count- 
ing the votes on Wednesday evening when the con- 
test closed: Mr. Bennett, advertising manager of the 
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Times-Star; Mr. Pettit, advertising manager of the 
Post, and Mr. Koons, assistant advertising manager 
of the Enquirer. It was found that a total of 554 
votes had been cast and a black kid shoe selling at 
$12.50 was picked as the favorite, receiving 54 votes. 
This shoes was in stock in five different materials, 
namely, black kid, black suede, natural python, black 
python and bronze python. 


Pines of the winning 
shoe was made in an advertisement published the fol- 
lowing Monday, carrying a cut of the winning shoe 





———"* 


‘ he 
t will be t 
Wha standing Shoe 


Cincinnatl 


with the names of the winners. A letter was then 
sent to each of the women voting for the winning 
shoe, enclosing the card of George Gasdorf, who is 
in charge of the women’s main floor department 
where this shoe is sold. Upon returning the card, the 
winner was given her choice of a pair of shoes in any 
of the five materials mentioned at half price. A 
time limit of thirty days was allowed in which to 
make the selection. Most of the women have already 
exercised the privilege of buying a pair of the most 
popular shoes on sale at Potter’s at half price. 

As an advertising and publicity stunt, the style con- 
test proved a distinct success. 
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Why Profitless Shoes ? 


OMETHING should be said in behalf of shoe re- 

tailing as a service-plus. The shoe is only part 

of the sale. Back of it is size selection and a fitting 

service. The shoe merchant should be able to tell his 
customers why he should get a rightful price. 

We see by the Distribution Census study that the 
average family in America has a retail spending sum 
of money equivalent to $446—the balance of the in- 
come goes to those continuing charges of rent, furni- 
ture, heat, light, insurance, medical attention, enter- 
tainment, etc. 

The new government census shows us that on the 
four test cities: Syracuse, Trenton, Pueblo and El 
Paso—20c. of every “retail dollar” that the public 
has to spend is expended upon automobiles; 21c. for 
food ; 16c. for general merchandise and 9c. in the total 
apparel group (which includes shoes ). 

If the automobile dealer takes 20c. of every retail 
dollar on the average, he is doing a good job with 
a very small unit investment. That is to say, if he has 
two sample automobiles in stock and he sells eight 
automobiles, including the samples, he is up against 
no complicated stock or turnover problem. 

The retail shoe merchant has got to have fifty pairs 
of shoes in stock to sell one pair to the customer 
bringing in a pair of feet whose size’is pretty much a 
question, when he enters the door. When that one 
pair has been sold it is likely to leave a hole in the 
stock that makes the rest of the goods on the shelf 
much less valuable because of the break in sizes. In 
shoes, the fitting problem is always with the merchant. 
The customer who buys his or her shoes gets more 
and pays less in shoes. But shoes can only be sold 
that way. 

Give proper consideration, therefore, to the fact 
that a 10 per cent reduction in all shoes within the 
store is likely to result in wiping out all the profit. 
It is not in the cards for a store that is doing $2,000 
worth of business a month to lop off $200 per month 
and hope that the net result will be a profit. For 
strange as it may seem, when everybody reduces 
prices nobody gets the increased volume justifying 
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that reduction. Much of present day “reduction” is 
hysteria—not common sense. 

It is time to think seriously of what the shoe store 
gives in service that should on its part command a price 
outside of the intrinsic value of the shoes themselves. 
If you render service you are entitled to some reward 
for that service rendered. 

What is now needéd is a sober sense of realities 
Look at every problem, not only from its immediate 
application but for its effect on your business next 
year and even into the year ahead of that. How far 
can you afford to go in automatically cutting your 
prices “right across the board”? 


Where Shoes are Needed 


N a recent address Chairman Barnes, of the Eco- 
nomic Committee of the United States Chamber oi 
Commerce, made the remark that “if Europe alone 





Ask Me Another 


—Where has the great American purchas- 
ing power gone? 


—It hasn’t gone by any means—It’s still 
with us. 


—W hat has happened, then, to dislocate the 
normal trend of business? 


—The Will to Purchase has been tempo- 


rarily suspended? 
-Why? 

—Because of needless fear and, in most 
cases, unnecesary precautions. 


—What will bring back the Will to Pur- 
chase? 


—Confidence and ordinary good common’ | 
sense which, thank goodnes, is now on 
the mend. 


» JR bg ys ee 


President. 
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These are busy days in many lines of business—especially 
in ESSENTIAL lines. Winter is approaching. Men and women 
are overhauling their wardrobes, fitting themselves out for the 
cold weather. Despite the so-called depression, the American 
people still wear clothes, hats, shoes—and this season they are 
buying them the same as in the past. The money they spend 
for these essentials is still distributed among the millions of 
men-and women who produce them, and in turn is spent for 
other articles. 

This is sometimes forgotten. It is well to remember it. 
Take shoes, for instance. You buy a pair, and perhaps think 








| FACTORY HAND. | 4 


that is all you have done. But in fact you have given a job 
to the cowboy on the ranch, the worker in the tannery, the 
hand in the factory, the salesman in the store—and a hundred 
or so others in between. They also are consumers. Your pur- 
chase helps them to buy—to buy goods that you yourself may 
produce. 

Those able to buy essentials, or even luxuries, are waking. 
up to the fact that the present is a good time to do it. Prices 
are low. A dollar is worth more than it was. Many who saved 
their dollars are now “stocking up” with clothing, shoes, hats, 
furniture, other necessities. They know that a national bar- 
gai: era will not last forever. 











SALESMAN. | 














Newspapers throughout the country are devoting generous space to 
help improve major industries. Above is a Chicago American 
contribution. Copyright 1930 by that newspaper 
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could be brought up to the standards of living oi 
America, it would take all the factories in the world 
fifteen years to produce the commodities that would 
be consumed in one year.” 

There is a world of progress yet to be made in this 
world of ours. Contrast, if you will, Russia and 
America. Here’s what a returned traveler has to 
say : 

“One has become very foot conscious in Moscow. People 
no longer look so much at your hat. or your dress, but at 


your feet, to see what shoes, if any, you are wearing. The 
writer recently had a pair of ordinary heavy walking shoes 
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sent from Germany. In any other capital the shoes would 
have passed quite unnoticed. But here several strangers 
stopped in the street and asked the wearer where the shoes 
were bought. The trouble is that there is an acute shortage 
here of every kind of footwear. This year some 62,000,000 
Pairs of shoes were manufactured, which is less than one 
pair of shoes for two pairs of feet. For some time no shoes 
were sold at the Moscow stores. Now every Muscovite is 
promised a pair of shoes by January 1. Meanwhile on the 
private market boots are 100 to 120 rubles a pair. There are 
daily long queues in front of the state shoe repairing shops. 
but only people with special orders can go there. Private 
shoemakers charge from 20 to 25 rubles for resoling a pair 
of shoes. It is not rare in Moscow to see on a Clear day 
people walking in house slippers or rubber overshoes.” 


Over here our problem is overproduction. Over 
there the problem is underproduction. Some Ameri- 
can factories have been receiving orders for specialty 
footwear from Russia. 

If it were possible to lift the living standards of 
Europe up a few pegs it would be more than possible 
to continue our own and to see it even improve. 


vvv 


Hold the Quality First! 


S° that shoes may not be one of the victims of this 
winter of price depression, we recommend catch- 


ing the spirit of the following statements. The au- 
thor is unknown to us but he will undoubtedly appre- 
ciate the uplifting quality of his words and the pos- 
sibility of national requotation for the good of the 
cause of quality: 

“BUY BETTER THINGS.” America is not a 
cheap nation. . . Our people are not shoddy people 
The American standard of living is known the world 
over as better—better homes, better things to wear 
and live with, better and cleaner foods, better educa- 
tion and amusements, better working conditions— 
above all: better wages. 

“We build up—not down. . . We move from one 
job to a better job, from one home to a better home. 
up and up, not down. 

“NOW LET’S TRADE UP!” Cheapness is not 
economy. . . not thrift . . . not constructive. Cheap- 
ness in itself is destructive—it tears down... It 
cheapens the mind of the worker, his job is making a 
good product, his ambition. It cheapens the morals 
of business, of industry, of the people. 
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To Be Hanged by the Neck 


L, the hard-boiled days 
when men were of iron and ships were of oak, traitors 
were trussed up to the nearest yard arm without senti- 
ment or ceremony. 


What is a traitor, you ask. One who violates his 
allegiance; one guilty of treason; a betrayer. 


Have we traitors in business? Unhappily, yes. 
These irresponsible rumor mongers who are met with 
at every turn, and who regale you with unfounded 
storics of defeat and disaster, are arch traitors to the 
cause of legitimate business. 


America fortunately is not at war or we would make 
short shift of them. But the spreading of the in- 
sidious propaganada of defeatism at this critical time 
deserves the good old fashioned, hard-boiled treatment 
of hanging by the neck. 


A prominent executive reports four vicious rumors 
that have been passed on to him in as many days. 
This man is in a position where he can easily influence 
the thinking of hundreds of merchants throughout the 
country. By the grace of God he has the strength of 
his convictions regarding the stability of America, 
and, in addition, the good sense to cram this treacher- 
ous nonsense back into the mouths of the traitors who 
deal in such delusions. 


There are ample pole 
lines and apple trees in America so that each rumor- 
peddling traitor can have his own gallows. Without 
recourse to the ministering benefits of Judge Lynch, 
we can each of us turn a deaf ear, or, better, take the 
aggressive and stamp out this treasonable traffic by 
every means at our command. 


Notwithstanding the unfavorable situation for the 
past twelve months, notwithstanding the unconfirmed 
rumors of the croakers, industry has been thinking, 
analyzing and planning as never before. Foundations 
are now being laid for a forward movement, which, 
according to unprejudiced and far-visioned econo- 
mists, will bring us into an era of progress never 
before equalled or approached. 


Suis 6 To 
President, 
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Flat Foot and Shoes 


Why Arch Trouble Has Increased As Shoes 
Became More Styleful and Heels Went Higher 


By HUGH THOMPSON 


Ninth of a series of articles about feet and footwear from the standpoint of foot health 


A ny shoe man of the old 
school who will calmly think back over the past twenty 
or twenty-five years will agree with me that the par- 
ticular foot trouble that we know as fallen or pro- 
nated arch has increased steadily in just about the 
ratio that we have improved our streets and high- 
ways and added style and beauty to footwear. 

Improved streets have been a considerable factor 
in the development of style and beauty in shoes, 
particularly in shoes for women. It would be hard 
to conceive of the delicate colors and lightness of 
modern shoes on the old dirt walks or uneven brick 
pavements. We would no more want to go back to 
the old drab shoes than we would want to return to 
mud roads. And there is no reason why we should. 
The reason foot troubles have multiplied is not be- 
cause of the use of these stylish, light weight shoes, 
but because of the abuse of them. 

The muscles of the body need exercise and rest. 
Too much rest lessens their power and too much 
exercise or exercise under wrong conditions strains 
them beyond their capacity. 

Muscles will also accommodate themselves to a 
shorter pull. If the heel is propped up in an unnatu- 
ral manner, the muscles of the leg ap- 
parently ‘shorten. A woman who is 
accustomed to wearing very high- 
heeled shoes will tell you she cannot 
wear low-heeled bedroom slippers or 
walk barefoot without discomfort. The 
muscles of the leg have become accus- 
tomed to the shorter pull and when she 
drops her heel flat on the ground there 
is a protest which manifests itself in 
soreness in the calf and back of the 
knee. 

I hope you have followed my sugges- 
tion of last week and have been check- 
ing up on me so far as we have gone. 
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WHAT HAS GONE BEFORE 


Sept. 13th, page 44—$10,000 for a Pair of Shoes. 
Sept. 20th, page 26—A Marvelous Mechanism. 
Sept. 27th, page 48—How Feet and Legs Function. 
Oct. 4th, page 32—Functions of the Joints. 

Oct. 18th, page 28—How Foot Troubles Start. 
Nov. Ist, page 47—How Flat Foot Happens. 

Nov. 8th, page 32—What Follows Flat Foot. 

Nov. 15th, page 32—Modern Life and Flat Foot. 








I hope you will continue to do so as I point out what 
1 believe to be the outstanding faults of footwear 
from the health standpoint. I have thought these 
things out for myself and if I can induce you to do 
the same I will have accomplished all I set out to do. 

Children’s shoes are far better made and, in the 
main, better fitted now than they ever were, but in 
the effort to improve them it is my opinion, in the 
light of what I have pointed out about the mechanics 
of the feet, that they have gone too far in at least 
two directions. 

Begining with the baby. There is too much em- 
phasis on the fore part of the shoe. Remember, the 
weight bearing half of the foot is the rear half. 

Baby’s shoes are made with very wide 
toes, which is right, but they are cut 
away entirely too much at the heel. An- 
other thing is the exaggerated swing. | 
have seen a number of shoes for infants 
of late that are absolutely crooked. The 
baby’s foot is not. 

The same thing applies to shoes for 
the growing boy and girl. I would say 
that the two main causes of weak feet 
in growing children is the crooked shoe, 
which makes it impossible for the hinges 
at the knee, ankle and ball to work in 
unison, in a straight line, and which 

[TURN TO PAGE 60, PLEASE] 





Merchandising 








for 


DECEMBER 





Now for the Holiday sea- 
son. How much the next 
three weeks contribute to 
your 1930 profit will depend 
on how a essively you 
force SELLING during 
every minute of the busi- 
ness day. Window and in- 
terior holiday trims should 
be in place today. 





Is your advertising pro- 
gram for the month 
mapped out day by day? 
This is the only way to be 
sure that all the particu- 
larly good Holiday sellers, 
house slippers, hosiery, 
party slippers, etc., get 
their full share of advertis- 
ing as well as the staple 
Winter footwear lines 





3 


This is a big Hosiery 
month. Better check stocks 
sure you have 
Are you going to 
out a_ Christmas 
greeting card to your cus- 
tomers? If so, get them 
addressed and ready early. 
Feature Gift Certificates 
somewhere in your win- 
dows every day from now 
until Christmas. 





4 


Send out a mailing card 
today, featuring a Saturday 
special in house slippers at 
a popular price. Print it 
attractively in red and 

green. Keep your windows 
chanates this month! Peo- 
ple do a lot of window 
shopping in December. 
Have something different 
for them to look at in your 
windows every day or so. 





9 


A good ad on children's 
shoes, suggesting them as 
gifts would be timely now. 
Make a big play on boys’ 
high tops. Put in a win- 
dow to tie up with your ad. 
While you're putting em- 
phasis on holiday lines 
don’t neglect to advertise 
your regular footwear lines 
at least once each week. 





10 


Hosiery is a big volume 
producer this month. Give 
the line plenty of window 
space. Are you utilizing 
your ledge space above the 
wall cases for little unit 
displays of holiday lines, 
and for “talking’”’ display 
cards suggesting gifts. For 
instance, ‘“98c. Will Buy 
Dad A Fine Pair of Slip- 
pers’? 





11 


Send out another mailing 
ecard today, featuring a 


Hosiery special for Satur- | 


day—and be sure it is a 
pd priced item. Mail- 
ng cards are easily and 
quickly read, and by using 
one each week till Christ- 
mas you will keep your 
name before your custom- 
ers and at the same time 
get some direct results. 


12 


Run a big newspaper ad 
tonight featuring your gift 
lines. And be sure you ad- 
vertise specific items at 
specific prices. .You won't 
get much response to ad- 
vertising that does not 
make a definite item sug- 
gestion to the man or 
woman who reads it. In 
December people read ads 
looking for the answer to 
‘‘What shall I give?’’ 





17 


Check stocks carefully 
today on all holiday lines 
to make sure the slow 
sellers are not being over- 
looked. Where necessary 
cut prices on such items 
and use them for leaders 
for the balance of the 
week. Are you keeping 
our windows changing 
requently? : 





18 


Send out another mailing 
card today, and this time 
feature three good Satur- 
day leaders for the last 
Saturday before Christmas. 
See that all salesmen are 
suggesting to customers 
the holiday items you are 
anxious to clean out. Give 
Hosiery more table space 
and be sure it is in the 
front of the windows too. 


19 


Tonight's ad should be a 
big one, hammering away 
at all the Holiday lines you 
have to feature for tomor- 
row will be the BIG shop- 
ping Saturday. Change 
your windows entirely, put- 
ting in units of every item 
you want to clean up, with 
plenty of bold price cards. 


20 


Check the store this 
morning to be sure every 
bit - ae, space is bein 
utili ps you’ 
need am “help today. 
Secure a supply of holly 
and give every customer a 
little sprig to wear. 
_ cost you very ao 
an 7 you man 
times in the good will 
created. 














26 


The first thing today is 
to remove every sign and 
interior trim that was used 
for the holiday ——. 
Nothing is so sad 
store that lets its holiday 
trim remain after the holi- 
day is past. Tonight’s ad 
should feature Winter foot- 
wear. Probably you have 
some new styles to concen- 
trate on 








27 


Today’s windows should 
be as attractive as pos- 
sible, with some good lead- 
ers if you have them, and 
with “= su — ng that 
“Here Are alues 
For Folks With "Chatetinas 
Money To Spend.” It’s 
time to begin planning for 
inventory so the job can be 
done quickly. 














Put on Well Planned Sales Pressure Now 
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Calendar 


Make It 


A Footwear Christmas 












5 





ig table displays of 


such gift lines as hosiery, 
house slippers, hand bags 
and an special holiday 
lines. erever possible 


feature just one price on a 
table and use big, atten- 
tion-compelling price cards. 
See that salesmen suggest 
holiday items to customers 
when selling them _ foot- 
wear. 


6 


Have your house slippers 
prominently featured in the 
window and on a table to- 
day to tie up with your 
mailing card. If you have 
a daily paper in your town 
this leader should have 
been advertised this morn- 
ing too. Is every item in 
your window plainly 
priced? This is always im- 
portant, but particularly 
now: 























Three pairs of dollar hose 
in a ft box, marked 
“Special $2.85’"° makes a 
good window leader that 
will add to your hosiery 
volume materially. A little 
thought will suggest nu- 
merous other “gift box’’ 
combinations that will at- 
tract holiday shoppers and 
increase your unit of sale. 








13 


Make a good window and 
table display of your 
Hosiery special for today. 
Check up on your Holiday 
lines, such as bags, slip- 
pers, umbrellas, etc., and 
if any are-not selling give 
them better table display 
today, and if necessary re- 


duce the prices! Only one 
more Saturday before 
Christmas! 



















































Have you had a _ good 
window on dance slippers, 
fancy buckles, etc. They’re 
splendid gift lines, and at 
the same time they’re de- 
serving of good space be- 
cause holiday parties 
create a demand for them. 
And how about a good ad 
on men’s shoes, featuring 
them as a practical gift 
suggestion? 


16 


Run an exclusive hosiery 
ad today. Get reprints of 
this and send them out toa 
list of business men, witha 
letter suggesting Hosiery 
is always welcome, and 
that a phone call to you 
is all that is necessary to 
solve their gift problem. 
Many stores have found 
this a very effective plan. 











22 


Have a Christmas tree in 
the store, loaded down with 
10c. and 15c. toys, wrapped 
so they cannot be identi- 
fied. Send out a card to 
your mailing list inviting 
mothers to bring the chil- 
dren in and redeem the 
ecards for toys. This will 
bring a lot of women in 
your store these last days 
before Christmas. 





23 


Today and tomorrow use 
the windows for quick 
trims of the odds and ends 
of holiday lines remaining 
on which you’re marking 
down prices to clear. Care- 
ful attention to this will 
enable you to get rid of 
all the odds and ends to 
last-minute shoppers. look- 
ing for bargains. 


24 


Tonight should find you 
with your holiday profit in 
the till and not tied up in 
unsold holiday lines. Pre- 
pare an attractive Christ- 
mas Greetings card for the 
window. Tonight take out 
all holiday trims and put in 





Winter footwear, with your 
greeting. card in the fore- 
ground. 





29 


Why not have a Year 
End Sale for the next 
three days to clean out 
stocks that you would 
rather not have on your 
inventory? A good ad to- 
day (or in Sunday’s paper 
if you have one) and a 
good sale window will turn 
the trick! Unless you do 
SOMETHING these last 
days will be very dull. 








30 


Have the salesmen use 
the telephone this morning 
to inform their customers 
of the special bargains. It 
will hardly py to make a 
mail appeal because the 
time is too short. Have all 
your bargains out on tables 
where shoppers can look 
them over. 


31 


Last day of 1930, and a 
good day to review your 
year’s performances and 
plan ahead for 1931. If 
you’ve been keeping a day- 
to-day record of sales, ad- 
vertising, weather, com- 
petitors’ activities, etc., it 
will be easy to make your 
general plans for next 
year. If you have no such 
record plan. to keep one in 
1931. 























Make the Last Month a Profit Month 
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Four Stores Tell Everything 


T. study the complete selling 


picture of one store is in itself an education in the 
diversity of styles, materials, lasts, heels and patterns. 
It also gives an opportunity to give the picture of 
retail merchandising in tha: grade of store. We are 
trying a little experiment. 

We have asked four stores in New York to reveal 


a complete present merchandising picture. The four 
stores represent different grades in women’s shoes, so 
that any one who wishes to study the merchandise 
across the board can pick up the classification and 
specifications. 

You can see at a glance what is selling at $16.50 
and up, $10.50 to $16.50, $8.50 to $12.50 and at $6.00. 











Cammeyer de Luxe - 


Price Range $16.50 Up 


Black, 
Brown, 


60% 
a good dark shade without any red, 


10% 


DAYTIME 


30% 
Colors All others, including green, wine, etc., 


Suede, 60% 

Kid, 30% 

Patent, 10% 
increase 


immediate 


Alligator in solid smart patterns will be 
decidedly important, although not selling 
in the volume of three or four years ago 

Snake and lizard, only in combination 
effects 


with no signs of 


Leathers 
Fabrics 


the low- 
lines, and 
buckling 


include 
pump 
small 


which 
on 
with 


“97% pump lasts,” 
placed strap slipper 
the pump-step-in 
strap on vamp 


Subtle yet distinguished trim by means of 


minute perforations and stitching. Many 
numbers in combination of leather’ in 
matching or closely harmonizing shades, 
such as black kid with dark gunmetal 
lizard, gunmetal kid trim; or wine suede 
with wine patent, touch of gold kid. 


Patterns 


As usual, modified 


“As high as they can wear them” 
Sport: 17/8 solid leather or box Cuban 
Street: 19/8 covered Cuban 

Afternoon and 

Formal: 21/8 Spanish breasted 


A Best Seller 
on Lower 
Fifth Avenue 


A “A High Quality Shoe Store 
$10.50 to $16.50 


Store 
Price Range 


Black, 60% 

Brown, 30% 

Green, 10% 

Bronze kid is carried as somewhat of a 
staple, and although it - being advertised 
by some stores as a high style, it has 
shown no special increase here. 


DAYTIME 
Colors 





Suede, and combination of suede and rep- 
tile, 


suede and calf total, 65% 

All kid and all calf total 20% 

Patent, we (will pick up in another month 
and a half) 

Alligator, 5% (good call for it now, per- 
centage will increase; by next fall will be 
as good as several years ago) 

Fabrics: black velvet and white velvet to be 


dyed. 

“Cannes Silk,’’ a tweed-like silk in black, 
brown and green, shown in a one-eyelet 
tie; this should have considerable appeal 
for those who want a silk day-time shoe 
without the formality of a crepe, faille or 
satin. 


Leathers 
Fabrics 


Operas, 30% 

Oxfords, one-straps, step-ins and one-eyelet 
ties come second, selling equally. 

Walking shoes in suede with wing-tip and 
trim of matching alligator (black, brown, 
green, wine); there is a smart pump in 
suede with wing-tip, collar and foxing of 
matching kid appliqued by means of kid 
thong-like stitching. 


Patterns 


Round toes and short vamps are never 
popular in a line of this type; however, 
there is some tendency to pull the vamps 
a little shorter, retaining the modified or 
pointed toe. 








Heels: Ist 18/8, 2nd 16/8, 3rd 20/8 


Heels 


While the volume business will be done in 
the shoe-glove rubber type of footwear, 
this store is looking forward to a good 
season for velvet water-proof “carriage 
boots” with fur trim up the front and 
around the top; they are worn over the 
shoe (carried in black only). 


A Best Seller 
on Upper 
Fifth Avenue 


A Best Seller 
on Mid 
Fifth Avenue 
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For flexibility we have taken each buyer’s opinion 
and presented it exactly as given. We express our 
real appreciation to the buyers in these stores who 
have cooperated with us in arranging this picture of 
present merchandise. In one store permission to quote 
its name was withheld. 

This is an experiment on our part and if it meets 


for “Across the Board” Survey 





with the approval of our readers, we may find some 
method of showing, once a month, the breakdown of 
styles in a number of typical cities, comparing the 
same grade of stores in the same price range. 

The selection of best bets along upper, mid and 
lower Fifth Avenue, from the Plaza to 34th Street, 
is also given as a guide to present best sellers. 





































Store Oppenheim, Collins & Co. 


Price Range $8.50 to $12.50 








Black suede is selling 4 to 1 over everything 
Patent is flat 






tter; there is some call for black 
Colors kid, black mat is especially good as trim; 
bronze kid is now being shown, and will 

sell in limited quantity. 














Leathers Suede, as noted abov 
Reptile leathers, kia “and calfskin 
Fabrics Little demand for fabrics 








Pumps and step-ins are first 
Oxfords second 
All shoes are trimmed in matching or har- 
ne Rone | . ; : 
ere is a trend toward popularity of welts; 
Patterns the best-selling shoe in the department 
is a welt oxford in black suede with wing 
tip, foxing and trim of black calf with 
solid leather heel 














Lasts As usual, modified 


H | Cuban heels, high, medium and low, are 
eels outselling the Spanish 


Overshoes of the shoe-glove variety will be 
Storm sold with both zipper and concealed fasten- 
ings—brown is expected to lead over black 





Footwear 











A Best Seller 
on Upper 
Fifth Avenue 






on Mid 
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DAYTIME Gesuiee canaite is good at present and will 
e 


A Best Seller 
Fifth Avenue 


Store Wise Shoe Co. 
Price Range $6.00 














Black oa con d tal, 25 
3lack an rown suede, total, %o 
DAYTIME — brown ie. ——-= suede (wine, 
ue, green) total, 
Colors Bronze kid now being shown, but has not 
really started to sell 

























For the future: genuine alligator, which 
practically reached the staple class; there 








| Leathers is considerable call for green, which is 
now on = in suede, to be replaced 
H later in kid, 
Fabrics Alligator calf as trim only 









Genuine snake and lizard as trim only 





Pumps first. Suede is used for sports types 
with alligator calf tips 
Straps second and for the more dressy day- 
} time patterns 
| Oxfords third. Kid with snake or lizard tip 
Patterns and trim on quarters is confined to walk- 
ing and the less formal type .of daytime 















shoe 
| Trimming is important, but used with re- 
| straint—it is always a well-planned part ot 
| the shoe, and not just an ‘‘addition”’ 





















Due to demand, the “Debutante,” or semi- 
Lasts rounded toe and modified vamp, has been 
added to the line, and is successful 
























straps for both street 





21/8—on opera and 

and formal wear 

18/8—solid leather heel is ‘“‘coming very 

Heels strong”, used on operas of suede with 
wing- tip of alligator calf 

18/8—covered Cuban heel is good on oxfords 

in kid and suede 












Storm The buyer anticipates good sales in rubber 
ankle-high footwear inted concealed br 
ings; trim of simulated reptile; will be 

Footwear carried in brown and grey 




















A Best Seller 
on Lower 


Fifth Avenue 
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I WANT TO KNOW, . 


FACTS WITH FICTION FILAVOR 


f ORIGIN OF THE SAYING: 
“LET THE COBBLER STICK 
TQ HIS LAST“ 
emmall| A COBBLER HAVING DETECTEDA FAULT 
mai) IN THE SHOES OF A FIGURE OF VENUC 
BY APELLES AT SICYON -IN THE 389 
CENTURY BE. —- NEXT DAY TOOK 
EXCEPTION To THE LEG - WHEN APRLLES 
CHARGED FROM BEHIND THE PICTURE AND 
ALMOST SCARED THE CRITIC OUT OF HIS 
LIFE SAYING: “LET THE coBRBLER 
STICK TO HIS LAST” THE NOTTO 
IS TO BE SEEN IN ITS LATIN Form 
} NE SUPRA CREPIDAM SUTOR’ OVER 
THE GATEWAY OF DINGLEY HALL — 
NORTHAMP Ton, ENGLAND 


A *(.000.000, SHOE. — AN AMERICAN 

LEGION FLOAT — THE SHOE 18 COVERED 

WITH MACERATED REDEEMED CURRENCY 

THAT ONCE HAD A FACE VALUE OF 
SIX MILLION DOLLARS. 

SHOWN IN BOSTON— IN OCTOBER 


THE GRAND OLD SHOE-SCHOOLMASTER, SHOES MADE IN THE SHAPE OF A CANOE 
ANDY C, McGOWIN, HA@ MAINTAINED HE ——AND THE PROBABILITY IS THAT B8c00TS 
LOOK SO MUCH LIKE BOATS THAT THE 


WAS ONE oF THE GINATORS OF LEFTS AND 
RIGHTS IN SHOES IN P/TTSBURGH IN I875. IN NAME CAME THEREFROM. 


PLATO'S “THEATETUS” THERE iS REFERENCE TO 
PUTTING THE SHOE ON THE WRONG PooT — ANGLO-SAXON, BOAT = BOOT 
SHOWING THAT EVEN AT THAT EARLY DATE DANISH: BAAT = 800T 


THERE WERE LEFTS AND RIGHTS. 
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ADVERTISING 


NATIONAL NEWS 


SATURDAY, NOVEMBER 22, 1930 


EVERY WEEK 





Leather Trade 
Group Organizes 
to Aid Jobless 


Allied Industries Will Also Assist 
In Unemployment Relief 
Campaign 


New YorkK—Arrangements for rep- 
resentation of the leather and allied 
trades in the unemployment relief cam- 
paign in Greater New York were made 
at a luncheon at the Bankers’ Club, 
New York, Monday, Nov. 10. David 
G. Ong, president of the United States 
Leather Company, who was selected by 
Chairman Stewart Prosser of the 
Emergency Employment Committee to 
organize the leather industry, and vice- 
chairmen representing branches of the 
craft, discussed plans for enlisting the 
support of corporations, executives and 
workers in the New York leather trade 
in the undertaking. 

A representative of the Emergency 
Employment Committee outlined its 
plan to provide work for heads of fam- 
ilies so that they will have $15.00 week- 
ly for thirty weeks for food and other 
necessities of life. One of the organi- 
zations which will assist in creating 
jobs, the Association for Improving the 
Condition of the Poor, reported on the 
seriousness of the present situation and 
the suffering and poverty because of 
the loss of jobs. 

The line-up of the relief committee 
in the leather industry is as follows: 
Chairman, David G. Ong, United States 
Leather Company; vice-chairmen— 
Belting, Edward McKown, Hans Rees 
& Sons; calf and upper, Claude Dout- 
hit, American Hide & Leather Com- 
pany; kid, Frank H. Miller, G. Levor 
& Company; bag, case and strap, A. 
J. Worsdell, Guttmann Leather Com- 
pany; reptile and fancy, Louis J. Rob- 
ertson, Robertson Leather Company; 
hides, E. L. McKendrew, Armand 
Schmoll, Inc.; sole, D. G. Ong; shoes, 
John Garside, A. Garside & Sons; 
leather goods, A. Mittenthal, Blum & 
Mittenthal; tanning materials, Carl B. 
Ely, The Tannin Corporation. The 
vice-chairmen will proceed with the ap- 
pointment of assistants in their respec- 
tive ups to create an organization 
which will be able to make an effective 





appeal in behalf of the unemployed. 
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New England Convention Special 


Arrangements Perfected by Shoe and Leather Association for 
Train Service to N.S.R.A. Meeting in Detroit 


BostoN—For the convenience of 
those connected with the shoe and 
leather and allied industries of New 
England who are planning to attend 
the Annual Convention-Exposition of 
the National Shoe Retailers’ Associa- 
tion in Detroit, Jan. 5-8, 1931, the New 
England Shoe and Leather Association 
has arranged with the Boston & Al- 
bany Railroad for special train ser- 
vice from Boston, Jan. 3. 


This will be the “Shoe Men’s Spe- 








Charles Brandman Dies 


BostoN—Charles 
Brandman, presi- 
dent of the Emer- 
son Shoe Mfg. Co., 
of Rockland, and 
head of the Emer- 
son shoe _ stores, 
died here on Thurs- 
day of last week, 
following a brief 
illness. 

Mr. Brandman’s 
death brought to a 
close an_ interest- 
ing and active ca- 
reer in the shoe 
business. He worked as a boy for I. 
Adler, who conducted a glove store in 
Philadelphia, and left there to go to 
New York, where he worked in the 
shoe store of Mr. Adler’s brother, John 
Adler, uncle of Jesse Adler, head of 
the Adler chain of shoe stores. There 
he washed windows and swept floors 
for $3.50 a week until ability and hard 
work won him promotion. 

While in the employ of Mr. Adler, 
young Brandman attracted the favor- 
able attention of E. T. Wright of 
Rockland, Mass., who gave him a po- 
sition in his men’s shoe factory. There 
he eventually became one of the out- 
standing shoe salesmen of the country. 
He remained with E. T. Wright & Co. 
until he joined with Edward Friedman 
in acquiring the Emerson shoe factory 
and the Emerson chain of stores. 

Mr. Brandman leaves his wife and 
one son, Harry Brandman, who is ac- 
tively connected with the business. 


Charles Brandman 
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cial,” and will, as usual, carry all-steel 
equipment, including club car, diners 
and observation car. There will be no 
extra fare. This will be the official 
train from New England and will fur- 
nish the best transportation facilities. 
The popular Pullman All-Star Quintet 
will furnish entertainment during the 
trip. 

The schedule of the “Shoe Men’s 
Special” is as follows: Saturday, Jan. 
3, leave Boston, 3.15 p.m.; leave 
Worcester, 4.25 p.m.; leave Springfield, 
5.45 p.m.; leave Pittsfield, 7.29 p.m.; 
Sunday, Jan. 4, arrive Detroit, 8.35 
a.m. 

Requests for reservations either on 
the “Shoe Men’s Special” or on regu- 
lar trains should be sent to W. J. Gra- 
ham, General Agent, 357 South Sta- 
tion, Boston. All are requested to make 
Pullman reservations at once, so that 
the equipment may be ordered. 

As heretofore in connection with this 
important trade event, the New Eng- 
land et, ge Association has given 
the National Shoe Retailers’ Associa- 
tion and the National Shoe Travelers’ 
Association a convention rate. 

Under. this arrangement a reduced 
rate of one and one-half fares for the 
round trip on the certificate plan is 
available, leaving Dec. 31 to Jan. 6, 
1931. Under this plan a full-fare one- 
way ticket to Detroit is purchased, ob- 
taining at the same time from ticket 
agent a certificate, which. when prop- 
erly filled out at the convention, will 
permit purchase of a return ticket at 
one-half fare. The dates of validation 
at Detroit are Jan. 5 to Jan. 8, 1931. 

The New England group will, as 
usual, be represented at the convention 
by an official committee, Albert N. 
Blake, Watson Shoes, Inc., Stoughton, 
Mass., chairman. 


To Advertise Lasts 


New YorkK—Leon A. Friedman has 
taken over the advertising account for 
Daetsch, Woodward & R. S. McNeil, 
last manufacturers, of 70 Washington 
Street, Brooklyn, N. Y. Trade papers 
and direct mail will be used. 





Protect Your Customers 


“Preserve the goodwill 
of your business 


by specifying 


ALPHA 
WOOD HEEL 
SCREWS 


THIS screw cannot 
work out of place. 
The thread securely 
grips the fibres of the 
wood insuring per- 
manent attachment. 
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ADVERTISING PAGS WEMOVER 


Fine Hotel Facilities for 
Detroit Convention 


DETROIT—Few cities in which the 
N. S. R. A. convention has been held 
have shown such a spirit of coopera- 
tion as has been displayed by the lead- 
ing hotels in Detroit. 

Few cities can offer such remarkable 
facilities to the shoemen as this city of 
Detroit. It boasts of over 12,000 hotel 
sleeping rooms in the area of activity, 
all within easy access to the conven- 
tion headquarters, which will be located 
at the Book-Cadillac. The footwear 
displays wil be housed in the following 
hotels: Detroit-Leland, Book-Cadillac, 
Statler, Tuller and Fort Shelby. 

The Detroit-Leland, familiar to many 
shoe men who make their headquarters 
in this hostelry when in Detroit, is 
proving popular with shoe manufactur- 
ers who will display their lines there 
during the convention. The manage- 
ment has offered every cooperation to 
the N. S. R. A. and the Detroit conven- 
tion committee, who have in turn sup- 
ported the hotel in its effort to attract 
some of the principal manufacturers to 
spread their lines in this hotel. 

Rooms and display space in the De- 
troit-Leland, like all other hotels in De- 
troit, must be reserved through the 
committee in charge of this detail. 
Send all reservations for either sleep- 
ing rooms or display rooms in Detroit 
during the convention to Miss O. M. 
Johnson, Convention Headquarters, 
N. S. R. A., Book-Cadillac Hotel, De- 
troit, Mich. ‘ 


Kansas City Merchants Hold 
Stocks Low 


KANSAS CiTy, Mo. (UTPS)—Octo- 
ber was the best shoe month, as far as 
sales in local retail stores are con- 
cerned, that Kansas City has expe- 
rienced within the fall season, accord- 
ing to survey reports made here. De- 
spite that, sales volumes show a 15 to 
20 per cent decrease in women’s shoes 
and a 10 to 15 per cent decrease in 
men’s shoes under October, 1929. Gen- 
erally speaking, the higher priced shoe 
stores are suffering a greater depres- 
sion in business than the popular 
priced stores, the latter reporting a 
much smaller decrease, generally 
around 9 per cent. 

Stocks are lower than ever before, 
and the general intention is to keep 
them low until after the first of the 
year, with a slight increase in Febru- 
ary and March. The first ten days of 
November have not met with the opti- 
mistic expectation of merchants, due, 
it is thought, to the warm weather. 

The past two weeks have witnessed a 
pick-up in sales on suede, and, while 
black is leading with a 60 to 75 per 
cent majority everywhere, brown is be- 
ginning to show more favor than pre- 
viously. Eyelets and oxford styles are 
predominating, with the 16/8 heel the 
most popular for general wear. In 
men’s shoes, the English toe is gaining 
favor, forming a big item in the better 
shoe, especially. 

Several stores report an increase in 
the popularity of the allover reptile 
shoe in black or brown, as well as the 
reptile and suede combinations. Rep- 
tile trims are holding their own for a 
good majority of “street shoe” sales. 
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_ Merchants to ) Fight Sales Tax 


Prominent New York City Retailers Against Proposals Under 
Consideration Before Legislative Commission 
on Tax Revision 


New York — Samuel W. Reyburn, 
president of Lord & Taylor, and Col- 
onel Michael Friedsam, head of B. Alt- 
man & Co., were expected to appear at 
the head of a delegation of local mer- 
chants who are opposed to any form of 
a sales tax when Senator Mastick, head- 
ing the commission appointed by Gov- 
ernor Roosevelt to make recommenda- 
tions for revision of New York State 
tax laws, resumed hearings at 10 o’clock 
Wednesday morning in the home of the 
Bar Association, 42 West Forty-fourth 
Street. 

This became known when it was 
learned that merchants of this State, 
from the owner of the general store in 
the smallest village to the proprietor 
of the largest department store of the 
metropolis, are facing the possibility of 
a tax on every article sold over their 
counters. 

A member of the commission ex- 





Walk-Over Merchants Meet 


BROCKTON, MAss.—Completing a 
series of merchandising and buying 
conferences with Walk-Over factory 
executives, Walk-Over retailers who 
have been at the George E. Keith Com- 
pany plant for several days have re- 
turned to their respective homes. 

Among those who came East for the 
deliberations were F. Paul Riley and 
W. Leslie Seaman of New York, Paul 
A. Jesberg of Los Angeles, William 
Jubilirer of Minneapolis, Charles A. 
Helmbacher of Milwaukee, Harry 
Workman of St. Louis, Harry Davis of 
New Orleans, Earl Woodward and 
Philip F. Graffis of Columbus, Ernest 
Munroe and Herbert Currier of Boston 
and F. G. Harper of Philadelphia. 





Sale Prices Featured in 
New York 


New York—With some shoe retailers 
featuring special sale prices, the volume 
of business in the past week has shown 
considerable increase. Those _ stores 
which have advertised special prices, or 
which have sent out a notice to their 
customer list of a private sale, report a 
very good response. On the other hand, 
it was noticed that the shops which have 
not reduced prices were experiencing 
slow business and small volume. 

This seems to point to the fact that 
a special incentive is needed to spur 
trade, and that the public is ready and 
willing to take advantage of these oppor- 
tunities when they are offered. 

Several merchants have advertised the 
fact that their regular January sale period 
has been moved forward to November, 
while others have advertised a special 
sale for the present month only. It 
seems to be realized that the public is 
expecting earlier sales this year than 
ever, and the retail shoe business looks 
to be in for a long season of cut prices, 
extending perhaps through February. 











lained that the associates of Senator 

astick who favor a sales tax are di- 
vided into two groups. One faction 
favors a general retail sales tax and 
the other wants to limit imposts to the 
sales of luxuries., 

Luxuries, as defined by the group 
who want to circumscribe the scope of 
the sales tax, would include all articles 
of merchandise that are not generally 
regarded as actual necessities, from 
cigarettes to diamonds. 

The luxury sales tax group believes 
that it would not only be difficult but 
unwise and impracticable to attempt to 
levy a sweeping sales tax. These mem- 
bers of the Mastick Commission hold 
that there would be no such protest 
against a tax on tobacco, fur coats, 
jewelry and the like, as would arise if 
it were proposed to tax every article of 
merchandise sold in the State at retail. 


Sponsors “Play Night” 


BRocKTON, Mass.—The Barbour 
Welting Co. took a happy method of 
fostering a better spirit among its em- 
ployees and a finer feeling of cooper- 
ation between departments when it 
conducted a “play night” at the Brock- 
ton Y. M. C. A. recently. Husbands, 
wives and children joined in the fes- 
tivities. 

Harry J. Best of the Barbour staff 
responded to the address of welcome 
of President Stephen P. Alden of the 
“Y,” and then the evening was given 
over to a program including a sing 
with Emil Sandwen as leader and with 
James Johnson at the piano. Alex 
Kilsby presented a musical skit with 
Miss Ethel Johnson as accompanist. 
Charles Dornan contributed violin num- 
bers and Henry Belcher sang. The 
Bergeron family orchestra also was 
another treat. The party then ad- 
journed to the gymnasium for stunts. 
Refreshments were served by a com- 
mittee which included George McDon- 
ald, George Slater, Mrs. Emma Pelosi, 
Miss Bertha Beaureguard and Miss 
Allie Sullivan. 


Leather Movie Featured 


New York—The official motion pic- 
ture of the leather industry, “The 
Story of Leather,” produced and dis- 
tributed by American Leather Pro- 
ducers, Inc., was one of the principal 
industrial movies shown at the Museum 
of the Peaceful Arts conducted by the 
Museum of Science and Industry in 
the Daily News Building, New York 
City, for the past few weeks. 

Through this agency the leather in- 
dustry shared the limelight with such 
industries as power, sugar, talking pic- 
tures, etc. The selection of the leather 
picture for display at the museum was 
made by Films of Commerce, Ince., a 
division of Pathe Exchange, Inc., who 
directed the visual education features. 

Prints of this picture are available 
for showings before local associations of 
shoe retailers and repairers and service 
clubs through American Leather Pro- 
ducers, Inc., 41 Park Row, New York. 
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There is real night-time comfort in a good bed. There 
is real day-time foot comfort in shoes equipped with 
CRAWFORD Shanks. Explain their merits to your cus- 


tomers. Point out the flexible member that gives con- One end of the CRAWFORD 
Shank is slotted and fitted eround 

stant support to the foot, and the rigid member that a split rivet so that it will slide back 
and forth as the weight of the body 

positions the shank and aids in preserving the shape of is applied to and removed from 


the shoe. Offer your customers this greater foot comfort. 





Specify their inclusion by the full name, 
CRAWFORD SHANKS 


UNITED SHOE MACHINERY 
CORPORATION 


BOSTON -:- MASSACHUSETTS 
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WHERE TO BUY 
Men’s Shoes 
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NETTLETON 
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A. E. NETTLETON CO. 


H. W. COOK, 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
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87 IN-STOCK STYLES FOR MEN 
11 IN-STOCK STYLES FOR BOYS 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
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Greets Japanese Shoe Men 








Everit B. Terhune, president of the Boot and Shoe Recorder, greets Kazuye Oishi of 

the Chiyoda Shoe Co., Azumamachi, Tokyo, and A. Taksumi, on a visit over here to 

investigate retail shoe merchandising and to find out the customer’s psychology in 

purchasing shoes by direct contact with the customers of the shoe stores of America. 

Mr. Oishi visited many of the shoe stores and some of the shoe factories on his trip 
from coast to coast 








GROVER COLLECTION 


Presented to National Shoe 
Museum 


Boston—A most interesting addition 
has been recently made to the already 
remarkable collection of ancient and 
modern footwear which the United Shoe 
Machinery Corp. is displaying in its 
new building at 140 Federal Street, 
Boston. It consists of some 25 shoes, 
which were exhibited by the firm of 
J. J. Grover’s Sons Company at the 
World’s Fair in Chicago in 1893. 

At that time there was probably no 
shoe manufacturing concern in the 
world more universally known. 

The business was established by J. 
J. Grover in 1865, in Lynn, and in the 
collection there is a pair of shoes made 
by him personally that year, and an- 
other pair made in 1874 exhibiting the 
skill which he personally possessed. 

Among the other shoes there are ex- 
amples of the work of such famous 
craftsmen as Charles H. Atherton and 
Isaac Howe of Lynn, who are widely 
known for their skill and were num- 
bered among the cleverest of the many 
workers that were employed by this fa- 
mous firm. 

In design the shoes vary greatly. A 
number of them are button shoes with 
the gypsy front made famous in the 
comfort shoes which permitted the shoe 
upper to be formed of but three pieces. 
Others are of the side lace or Adelaide 
type, which apparently continued in 
use up to that period among those of 
the concern’s patrons who were used 
to them and understood their advan- 
tages. There, too, remained a trace of 
the use of goring, particularly in the 
comfort type of shoes where the gypsy 
seam was much in evidence. 

Especially noticeable is the absence 
of low shoes, there being but three. 

The collection was presented by the 
late Lyndon V. Grover shortly before 
his death. He felt that this interesting 
group of footwear, representing so dis- 
tinct a period in American shoemaking, 
should be preserved. 
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Qualifies for Hole-in-One Club 


New YorkK—There was great excite- 
ment in the neighborhood of Fifth Ave- 
nue, between Forty-fifth and Forty- 
sixth Streets, on Monday, Nov. 3. 
Ralph H. Carlisle, who lives at 127 West 
170th Street, New York, and who is 
one of the expert shoe fitters at the 
Julius Grossman Store, 537 Fifth Ave- 
nue, was the center of excitement. 

Mr. Carlisle, who wields a “mean” 
niblick, was telling how, on the day be- 
fore, he turned in a hole-in-one at the 
Van Cortlandt Park golf links. The 
big shot happened on the 114-yard 
eighth hole, par 3. Mr. Carlisle, by the 
way, turned in a snappy 71 for the 18 
holes on the difficult Van Cortlandt 
Park course. 

Playing with him were H. Maxwell 
of 22 Fairview Avenue, H. D. Meyer of 
12 East Eighty-sixth Street and Jack 
Mink of 1545 Hoe Avenue, all of New 
York. 

Mr. Carlisle is now being flooded with 
golf balls, cases of ginger ale, pipes, 
etc., which these days form the prizes 
awarded to those who are eligible to 
the Hole-in-One Club. 


Shoe Man Treasurer of Better 
Business Bureau 


BALTIMORE, Mp.—Henry Wyman, 
head of Wyman’s, one of Baltimore’s 
outstanding exclusive retail shoe con- 
cerns, was elected treasurer of the re- 
organized Better Business Bureau of 
Baltimore, Inc., at a meeting held at 
the Lord Baltimore Hotel. The bureau 
is affiliated with the National Better 
Business Bureau. 

Walter W. Kohn, of Hochschild, 
Kohn & Co., was chosen vice-president 
of the merchandise section. 


George Folwer Hutchings Dies 


LonpoN—George Folwer Hutchings, 
senior member of the firm G. F. Hutch- 
ings & Co., Ltd., of Bristol, England, 
died Oct. 28 in his seventieth year. As 
founder of this world-known shoe 
house, he was known here. 
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KID D’ORSAY 
IN STOCK 


Now $ 85 
PAIR 


RED — BLUE — GREEN — BLACK 
LAVENDER and PATENT LEATHER 


CONSTRUCTION QUALITY FIT 


Made of selected Kid with Soft | —the Best-Ever, in workmanship, A combination last that assures a 
Padded Kid Sole to match. 12/8 material and finish. perfect fit at the heel, under the 
Cuban Heel. Lining is a fine qual- arch and over the instep—a truly 
ity rayon in contrasting tints. smart and comfortable slipper. 


To get the Full Benefit of the Holiday Demand—ORDER NOW! 


BEST-EVER SLIP P ER CO. Best-Ever Slipper Co., Inc, 75 Front St, fF 


Brooklyn, N. Y. 
eer ee eee Send No. 1694 in colors and sizes as per 
- 75 Front Street, Brooklyn, N. Y. order attached. 
Seattle Sales Office—Denney Bldg. 


Export Dept.—100 Gold Street, N. Y. C. 
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Men’s Shoes 
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“A MAN’S DECISION” 


THE 


Men’s 
Fine 
Shoes 
Old 
Colony 
Shoe Co. 
Brockton, 
Mass. 


SHOE 


Boston—183 Essex Street 
N. Y¥.—915-917 Marbridge Bldg. 











BEACON SHOES ,¢ 
IN STOCK 
SERVICE 
15 STYLES 
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WHERE TO BUY 


Dancing Sandals 





DANCING SANDALS 
(ALSO UNED IN GYM 


No. 188.—Made in pearl, tan 
or black suede. 
in black kid. 


and Purple, 85¢ 


BROOKS SHOE MFG. CO. 
Ritner and Swanson Sts., Philadelphia, Pa. 
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WHERE TO BUY 
Slippers 
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No. C7306—Allsizes in stock 
for immediate delivery. 
Write for descri; 
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WHERE TO BUY 


Shoe Accessories 
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STOP THAT PINCH 
y WITH 
EVER-READY SKIVED 
VAMP BITE PADS 


Results assured because of quality 
cushion felt snmee to stick, and 
Shoe Fie skived. 


Shoe Finding Mfg. Co. 


Not INC. ee nIcAGO 
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Best & Co., of Fifth Avenue, present this 

handy bag of awning striped canvas and 

leather to purchasers of golf footwear in 
their shoe department 








Adds Men’s Shoes 


Des MOoINEs, Iowa (UTPS)—Addi- 
tion of men’s shoes to Younker Broth- 
ers’ basement department was initiated 
with an opening sale early in Novem- 
ber. This is the only section in the 
store where men’s shoes are handled. 
The new department head is P. O. 
Witt, who was formerly connected with 
the second floor shoe department of 
Younker’s. 





The Man Who Signs Must 
Make Good 


A responsible man puts his name to a 
piece of paper and it becomes a 
check—the equivalent of money. 

He signs his name on the back of an- 
other piece of paper and it becomes 
an indorsed note—good for money. 

He writes a letter and it becomes a 
binding contract. 

The adding of the name makes these 
things solemn and legal obligations. 

The man who signs is responsible. 

Just so with an advertisement—the 
moment a man signs his name to it 
he has made a pledge to the public. 

He is bound by his word as much as if 
he signed a check or a note. He 
must do what he promised on the 
terms he promised. ‘ 

If he does not he courts business dis- 
aster. The man who advertises a lie 
publicly proclaims himself a liar. Such 
men are seldom in business but fre- 
quently they are found in jails—or 
asylums. 

It is safer to buy advertised articles 
than nondescript ones. It is safer to 
deal with merchants who advertise 
than with those who do not. 

An advertisement is a signed pledge of 

good faith to the public. 

—Walkover Shoe Prints 











Ed Toepfer Heads Des Moines 
Association 

Des Mornes, Iowa (UTPS)—Ed 
Toepfer was elected new president of 
the Des Moines Shoe Dealers’ Associa- 
tion at the annual meeting Thursday, 
Nov. 7. He is head of the shoe depart- 
ment at Frankel’s. 

T. Frank Jaques, head of the Field 
Shoe Company, was elected vice-presi- 
dent, and Scott Wiltsey of Wiltseys 
Stetson Shop, was elected secretary- 
treasurer. ; 

The meeting climaxed a membership 
drive of the last month and 16 mem- 
bers answered the roll-call, an addi- 
tional five being scheduled to be pres- 
ent but detained by the pheasant hunt- 
ing. Several new members were intro- 
duced. C. H. Conner, retiring presi- 
dent, initiated the membership drive. 

A principal item of business was the 
discussion of proposed Saturday night 
opening by some shoe and department 
stores, the organization going on record 
unanimously against this move. The 
time of the association meeting was 
changed from Thursday evenings to 
Monday evenings, the first of the 
month. Other officers and committees 
are to be announced later, after their 
appointment by the elective officers. 


Black Best in Louisville 


LOUISVILLE (UTPS)—While a num- 
ber of firms report good sales, the shoe 
business is still rather slow and in gen- 
eral below the level of last year. Black 
continues to lead in popularity, in suede 
and mat kid. Brown mat kid, suede 
or reptile trimmed, is also smart, and a 
few of the more exclusive shops are 
showing stunning green shoes in com- 
binations of suede and mat kid. 

The Thimble Shoe Company of St. 
Louis this week opened its twenty-fifth 
shoe department, in the new Pandora 
Shop on Fourth near Walnut Street. 
The department, in charge of Jack H. 
Garrel, specializes in long vamp shoes 
at one price, $3.90, and opened with a 
i ta sales volume in its first 
week. 


A. C. Wyman to Manage 
Vulcan Heel Plant 


PORTSMOUTH, OHIO—A. C. Wyman, 
superintendent of the Vulcan Corpora- 
tion’s wood heel plant at Portsmouth, 
Ohio, has been named manager of that 
plant, Colonel A. L. Mercer, president, 
announced. 

Mr. Wyman, who is well known in 
the wood heel manufacturing industry, 
succeeds Frank Allen, who becomes 
general representative of Vulcan Cor- 
poration, traveling the entire United 
States. Mr. Allen will work out of the 
Vulcan Corporation’s general office at 
Portsmouth, and in his capacity as gen- 
eral representative will contact the 
trade in territories served by the vari- 
ous Vulcan plants. 


New Goldman Store 


PROVIDENCE, R. I. (UTPS)—Sam 
Goldman, proprietor of the Liberty 
Shoe Store, Pawtucket, is soon to open 
his store in a new location at Times 
Square. The new quarters will be mod- 
ern in every respect and the stock will 





continue as before, a $3.50 line. 
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Blues Tey a Praia 


Navy-blue, always a good spring colour, is indi- 
cated for unusual volume in spring, 1931. The 
new costume blues are true, dark shades, such as 
appear in men’s serge suits, and are well comple- 


mented by 


Serge Blue (Admiralty) No. 1310 
Grotto Blue No. 1300 
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champles by request to A 1702 -100 Gold treet, (New York 
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Is Brown-Bleck and colors. 
Combining style with ecom- 
fort. Produced by the 
manufacturers of 


PUK. 
Gemples and prices Pullman Slippers. 


nee Nationally known. 

OB OO., Inc., Baltimore, Md. 
lacturers 

New York Offce—Room 551, Marbridge Bidg. 


“SLIPrEns 








An Absolute Fact 
HORCO SLIPPERS are made better— 
and sell better—than any other slippers 
en the market in the popular price 
class. Catalog on est 
VINCENT HORWITZ 


Co., Ine. 
64-76 W. 2rd St. New York City 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 


Factory and Salesroom 
40-46 West 25th St. New York City 








.MEN’S FINE 
HAND TURNED 
SLIPPERS 


Manufactured 
by 


WwW. S. CHASE & SONS 
Haverhill, Mass. 


Bosten Office: Room 501, Statler Bldg. 
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Ne. 434—Tas 
Kid ‘Brerett 
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Full 

lined slippers 
from $2.00 to $2.65. 
Bend for Catalogue. 











$2.65 








* B. EVANS SON CO., Wakefield, TT) 
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Silver display fixtures of the art moderne type, edged with black, were used in the 

window of the Boston Store, Providence, to introduce the Red Cross line to that city 

recently. The fixtures were so arranged as to form a perfect balance, which effect 

was further heightened by introducing net draperies, a tall lamp and a small radio 

set in the center background. These shoes are sold in a separate department in 
charge of E. M. West 








“Buy Now” Plan 
Plus Cold Speeds 
Chicago Trade 


CuIcaco (UTPS)—Sales activity in 
the retail shoe merchandising field 
closely approximating last year’s vol- 
ume was experienced last week by Chi- 
cago merchants. Cold weather prompted 
some added purchasing, the first of the 
pre-holiday trade, and the stimulation 
arising from inauguration of the As- 
sociation of Commerce plan to strength- 
en business by steady ianles combined 
to bring about improved trade condi- 
tions. 

F. W. Hough, head buyer for Stet- 
son Shops, comments: “While some re- 
ports indicate that straps are not so 
good, I don’t believe they are hazard- 
ous.” One of the Stetson assistant buy- 
ers declares that windows, at present, 








Repair Business Brisk 


Milwaukee, Wis. (UTPS) According 
to Milwaukee shoe repair men, people 
nowadays are not throwing shoes away 
without getting plenty of wear out of 
them first. Many persons who never 
before could humble themselves to take 
off their shoes and sit around in stock- 
ings while repair men nailed down a 
new sole, are doing that very thing 
now. Bankers, brokers, executives— 
they all fall in line. Some dealers at- 
tribute the change to losses in business 
and the market. 

“They let the heels run down now be- 
fore they come in,” stated Charley 
Plows, a repairman in a large office 
building. “They used to have the heels 
fixed mostly, but now half soles are in- 
cluded in the order and so are cuts and 
holes. Yes, most of the customers are 
men, although girls and women are not 
far behind.” 











play a most important part. He says: 
“Windows must be so attractive that 
customers will be induced to come into 
the store. Once inside, you at least 
have a chance to sell them. If they 
don’t come in, then you haven’t even 
that chance.” This is a highly com- 
petitive time, continued this executive, 
“an advertising age,” and well-planned 
advertising will do much to relieve con- 
ditions. “Oxfords are still strong,” he 
concluded, “and suedes will be good 
until galoshes become a necessity.” 

“Business is good, but spotty,” says 
S. Katz, head buyer of women’s shoes 
for the Fair, large Chicago department 
store. “When the public is offered a 
value, it will buy. Our sales are extra 
good. The money comes from some- 
where,” Mr. Katz continued. 

“Look at that,” he pointed out to this 
writer. We were standing outside a 
screened off section, inside which fully 
400 women fought and scrambled to 
buy shoes, specially priced at $3.33. 
“Ever since we opened this morning,” 
said Mr. Katz, “they have been jam- 
ming the escalators and elevators to 
buy these shoes. It’s a bargain, so they 
dig down in the ‘old sock’ and buy, in 
spite of all this hard times talk.” 

Over at Chas. A. Stevens, the head 
buyer, F. A. Clark, finds that “business 
is just going along.” “We are doing 
no special advertising at present,” he 
said, “feeling that this store is a well- 
established firm that will be patron- 
ized, come what may.” 

According to Mr. Clark, oxfords are 
far the best. Stevens display a num- 
ber of two-straps that are called for 
in preference to one-straps. 

Since the recent advent of the opera 
season, high grade opera pumps have 
enjoyed a nice pick-up. 

A heartening fact has just been 
brought to light in a survey conducted 
by the Chicago Association of Credit 
Men. The report says business has 
picked up appreciably among manufac- 
turers and wholesalers of the Chicago 
region since Sept. 1. An average in- 
crease of 15 per cent in business was 





reported. 
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IN-PROCESS SYSTEM 
PLUS QUALITY OPENS 
NEW BOYS ACCOUNTS 


The ever increasing number of new outlets in the boys 
and little gents line being opened daily by the C. A. 
Eaton Company is indeed a tribute to the quality 
workmanship and unexcelled In-Process System devel- 
oa by the makers of Crawford shoes for men and 
ys. 

Consumer satisfaction is the direct cause for the tre- 
mendous gain in al] Crawford lines during the past 
six years, and a small initial order will soon convince 
vee < ee selling -value and profit making possibilities 
of this line. 


Benefit by the exclusive Crawford In-Process System 
roviding one of the most complete and fastest moving 
n-Stock Departments in the country. 

Complete catalog and full information gladly furnished 
upon request. 


Four New Boys Styles 


Style No. E560— 
“ROUGH.” Com- 
pees of Black 


r 
Shark. Wingfoot rubber 
j heel. Natural Calf lining. 
Leather counter. Heavy, 
Style No. E558—‘‘READY.”’ Combination flexible cork box. 14 iron 
Tan Elk and Fine Grain Brown Shark. edge. 10% iron Rosinized 
Wingfoot rubber heel. Natural Calf lining. outersole. Dunkirk Com- 
Leather counter. Heavy, flexible cork box. bination Last. Sizes and 
14 iron edge. 10% iron Rosinized outersole. Widths: A, B, C & D, 
Dunkirk Combination Last. Sizes and 1 to 6. 

Widths: A, B, o and D, 1 to 6. Price, $3.40 

ce, 


Style No. E550— 
“PONTIAC.” 


Black Norwegian. 
Wi 


al 
ing. Leather counter. Heavy, 
mee cork pal a a 
le-Tred ani 
é Style No. E55I—"PREP.” Tan 
ye 456% Daeg: Norwegian. Wingfoot rubber heel. 
Price, $3.50 Dark Calf lining. Leather counter. 
ws Heavy, flexible cork box. 14 iron 
edge. Wide-Tred Last. Sizes and 
Widths: A, B, C, D and E, 1 to 6. 
Price, 


Tuwford Shoes 


FOR MEN - BOYS - LITTLE GENTS 


CHARLES A. EATON CO. 
BROCKTON, MASS. 
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LIGHTNESS ..... 


combined with extra 
strength .... . fine lus- 
trous surface concealing 
extra durability ...... 
unbelievable elasticity . . . 
All these in 


SCHAEFFER LACES 


MADE ONLY FROM THE 
PUREST SILKS 


Pleasant and profitable 
business relations are 
founded on satisfaction— 
not on price. Findings 
wholesalers who stock and 
sell Schaeffer Pure Silk 
Laces are building their 
future prosperity on the 
sound oon of complete 
satisfaction. 


SCHAEFFER & COMPANY 
Reading, Pa. 





oo 


WHERE TO BUY 


Bowling Shoes 


Ae Or er er re 


BOWLING SHOES 
No. C762—All sizes in stock 
for immediate delivery. 
Wat ~ A complete ca- 
F hoes. ” 


WHERE TO BUY 
Dancing Shoes and Taps 





TAP SHOES 
No. 9780 $1.95 


Black Kid 
Ne. 9785 
Patent 
Leather 

$2.25 


IN STOCK 
ALL SIZES 





TAPS 
15c. Per Pr. 
Large, «Medion 

i 
BROOKS SHOE MFG. CO. 


Swanson and Ritner, Phila., Pa. 


ROBERTSON 


“ TURN 
= SLIPPERS 


COMFORTS 
BOUDOIRS 
TAPS 


made right— 
priced right 


Retail $1.95 to $3.00 Write for samples. 


ROBERTSON SHOE CO. 
MINNEAPOLIS MINN. 


eelN STOC Keees 


TAP DANCING SHOES OF 
TURN CO U 























Norridgewock Shoe Co., Inc. 
E=__=NORRIDGEWOCK, MAINE 


COOOOOOOOHOOOOO OO OOO 








Modernistic Men’s Shoe Window 











An unusual and distinctive showing of men’s shoes. This window display was used 
by the William H. Block store, Indianapolis, where H. Pock is shoe buyer 








Boston Show Nation-Wide 
Exhibition 

BostoN—Keen interest is being ex- 
hibited by trade members in all parts 
of the country in the coming Ninth 
Annual National Boston Shoe Show, 
which, under the personal management 
of J. Goddard Brown of Boston, will be 
held in the Hotel Statler, Boston, Jan. 
12, 13 and 14, 1931. 

Products on display will comprise 
general lines of shoes, leather, sup- 
plies, imitation leathers, rubber prod- 
ucts, etc., which are manufactured by 
concerns located in various parts of the 
country. The show management, in a 
recent announcement to the trade, es- 
pecially stressed the fact that every- 
body is welcome to display their lines 
at the Statler during these three days 
irrespective of where the concern’s 
plant is located. By adopting this pol- 
icy the management is making the show 
national in scope and it is confidently 
predicted that more varied lines will be 
on display than have ever before been 
viewed under one roof. 

In connection with the 1931 show, 
there will be a runway Fashion Review 
during the conduct of which beautifu 
mannequins will display in the grand 
ballroom the more up-to-date models of 
footwear. Special orchestral music will 
be furnished for this occasion by one 
of the we orchestras of the coun- 
try. Reserved seats will be presented 
to buyers upon their registration, as 
during the previous years, the fact 
that there are no displays in the grand 
ballroom making available for this pur- 
pose a good many hundred more seats. 

Four floors in the Statler will be de- 
voted to the showing of footwear, the 
fourth, fifth, sixth and seventh floors 
being set aside for this purpose. In 
addition a number of other floors in 
the hotel have been reserved for buy- 
ers’ sleeping room accommodations, ap- 
plications for these as well as display 
spaces being received at Shoe Show 
headquarters, 210 Lincoln Street, Bos- 
ton. 
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Cleveland Even Up in Pairs 
But Off in Dollars 


CLEVELAND — With the prseence of 
Indian summer weather in Cleveland, 
shopping days have been excellent and 
retail shoe stores report a favorable 
turnover on fall and winter shoes. 
Leading the van with respect to total 
volume, black kid appears to be out in 
front, while brown kids are running 
second, black suede third and brown 
suede fourth. Green shades are also 
going well in the more novel colors, 
but the call this year is for plainer and 
more conservative shoes. 

Black predominates heavily, while 
white trims are finding favor. Water- 
snake is predicted for the next two 
months with good prospects. Ties find 
first favor, with small bows drawing 
considerable attentién here. 

Shoe sales are just about even with 
last year but the dollar turnover is 
about 15 per cent off due to general 
lowering of prices during the past 12 
months. The rubber season got an early 
start with October snow, but fell off 
when warm and fair weather settled in 
during the forepart of November. 


Says Styles Must Be Right 


New YorK—L. Edelstein, president 
of the Lion Shoe Company, 118 Duane 


| Street, New York, has concluded from 


a survey recently made by his firm, 
that retailers believe in the multiple 
turnover plan of merchandising, but 
with one important reservation. It 
must be applied to salable shoes. He 
finds they are willing to buy this kind 
of merchandise. 

On the other hand, Mr. Edelstein 
finds there are still a large number of 
retailers who have lost sight of the 
fact that the shoes they buy must be 
new and up-to-the-minute in style. He 
believes they are wasting their time 
and money looking for bargains in dis- 
continued styles, forgetting that the 
styles were discontinued because they 





would not sell. 
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C. P. FORD & CO. 
ROCHESTER, N. Y. 


For the woman who demands Style but must have comfort, 
est Archetype footwear—smart, stylish, comfortable 
that will meet the requirements of your most exacting 
customers. 
Archetype Shoes offer outstanding profit possibilities, and the 
merchants who are featuring them tell us that they are build- 
a constantly growing business on Archetype footwear. 
Their business on Archetype footwear must be good, for these 
merchants are constantly telling us so with orders—and re- 


C. P. FORD & CO., Ine. 
Rochester, N. Y. 
DETROIT: Hotel Tuller, Mr. Ray Wegman 


CHICAGO: 1815 Republic Bldg., Mr. Ray McCarthy 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 








WARNER SPATS 


Large stocks on the floor, for AT ONCE 
shipment. 


ENGLISH BOX CLOTH 
KERSEY 
FELT 


ra gs in ice from 
810.00 * $27.00 per 
jos. 


















doffs its hat to none. 
Made by 
The W. W. Warner Mfg. Co. 
317 SYCAMORE ST., CINCINNATI, OHIO 















Thank You! 


Ke yd To his many friends in the shoe 
9 use Slippers business, Mr. W. J. “Bill” 
Greeley s Ho S PP Harney extends a hearty thanks 


Ladies’ Black Vici Kid 1 for their consistent cooperation 

























Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 





A. W. GREELEY 
12 Duncan St., Haverhill, Mass. 
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and wishes to advise them that 
he is no longer connected with 
the United States Shoe Co. in 


any executive capacity. 


W. J. HARNEY 
Belvedere Apts.—Cincinnati, O. 


Phone—Avon 6791 





———_————— 














WHERE TO BUY 
Ballet Slippers 





Hard 
SOHWARTE &2 HERDER, Inc. 
and Comfort Sil 








Specialists In ppers 
241 Ne. 11th St., Philadelphia, Pa. 











An inexpensive 
slipper. Ideal for 
Ballet and Studio 
work. Moulds 
gracefully to the 
foot. Made from 
. finest quality glove 
leather in Black or 
White with Elk- 
skin Sole. Retails 
profitably at $1.75. 
e 


BALLET PUMP 


SEND FOR NEW 
1930 IN - STOOK 
CATALOGUE B.S. AT 
ONCE DELIVERIES. 








In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 








Ha ig 2 
In Stock 
185 West Monree 











Pte 


WHERE TO BUY 


Dancing Sandals 


* KENDALL'S — 283148 





For Aesthetic 
Dancing 


IN STOCK 
IN GREY AND 
FAWN. 


A SIDELINE 
MONBY 








* HAVERHILL, MASS. * 








Stars, Artists and Writers 
Grace Miller Party 











NEw YorK.—George Jessel and an 
impressive list of other theatrical stars 
on Sunday night, Nov. 16, in the 
Grand. Ballroom of the Commodore 
Hotel, paid tribute to the I. Miller 
Company, whose shoes for many years 
have graced. the feet of stars and 
choruses. 

The reason for this celebration was 
the 13th anniversary of the Millerites 
Association, an organization devoted to 
the humanitarian interests of the hun- 


dreds of workers employed in I. Miller . 


factories and I. Miller stores through- 
out the country. 

A tribute to the memory and accom- 
plishments of the late I. Miller was an 
agers feature of the occasion. 

very year about this time the Mil- 
lerites Association stages a party of 
this kind. This year it was a beef- 
steak dinner and entertainment. And 
because of I. Miller’s close association 
with theatrical people, they are able 
to attract to these parties the fore- 
most stars in the firmament. Among 
those who appeared Sunday night 


| were George Jessel, master of cere- 


monies; Ted Healy and his Racketeers; 
Bill Robinson and Adelaide Hall, Bur- 
rah Mimmevitch, Rae Samuels, Char- 
lotte Ayers and Rene de Roche, Gypsy 
Markoff, Arthur Skrillow and his Mil- 
lerite orchestra furnished the music. 

Nor does I. Miller popularity end 
there. They have many friends in 
the newspaper world. Among those 
who were present were a number of 
the leading lights in the cartoon world, 
viz.. Rube Goldberg, Harry Hirsch- 
field and Milt Gross. : 

In addition to these people, leading 
lights in the shoe industry were 
there, approximately 1200 people. 
Among some others who attended 
were fashion writers and editors of 
leading fashion publications, depart- 
ment store heads from all over the 
country, merchant princes of Fifth 
Avenue, theatrical managers, and alto- 
gether this I. Miller party was a trib- 
ute to those who glorify American 
feminine feet. 


Opens Corrective Store 


PROVIDENCE, R. I. (UTPS)—Maurice 
J. Mellion has recently opened a new 
upstairs shoe shop, Mellion’s Corrective 

hoes, Inc., at Times Square, Paw- 
tucket. It is to be known as the Up- 
stairs Shoe Shop and is equipped with 
an X-ray machine for proper fitting. 
Mr. Mellion has been associated with 
the shoe business over 17 years. 
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Body of Missing Shoe Man 
Found in Lake 


PORTLAND, ORE. (UTPS)—The body 
of Sam Armishaw, 46, shoe merchant 
in Portland for the past 18 years and 
a founder and executive in Armishaw 
Brothers’ shoe store, who has been 
missing from his home here since Oct. 
28, was found in 12 feet of water in 
Lake Oswego, near the city. 

A nervous breakdown, caused by 
overwork on a recent trip to the East, 
was given as reason for the strange 
disappearance, according to relatives. 
Mrs. Armishaw, the wife, had rivers 
dragged, dogs were used and airplanes 
employed to search the rivers and 
lakes. She asked that she be named 
administrix of a $50,000 estate, and 
that it be left intact and business con- 
tinued. 

Sam Armishaw was born in Stafford- 
shire, England, July 12, 1884. He re- 
ceived his early training in the shoe 
business as a shoe and last. maker, at- 
which he was unusually adept. He 
came to Portland in 1912 direct from 
England with Horace Armishaw, his 
brother, and opened a little shop at 
Stark and Park. The business pros- 
pered, and the headquarters have been 
moved and enlarged four times, the 
last being on July 15, 19380. 

The surviving relatives include Mrs. 
Freda Wheeler Armishaw, his widow; 
Robert Donald Armishaw, an adopted 
son, and Horace Armishaw and Jack 
Armishaw, brothers, all of Portland. 


To Manage Three Departments 


St. Paut—After nine years as buyer 
and manager of the shoe department 
of Schuneman -Mannheimer’s depart- 
ment store in St. Paul, Joe Langley has 


Joe Langley 


resigned to take charge of the three 
shoe departments—men’s, women’s and 
children’s—of the Golden Rule Store, 
St. Paul, succeeding Walter Peterson. 

The better and medium grades of 
footwear are featured in these three 
departments, with a separate depart- 
ment on the balcony of the store in 
— women’s $5 shoes only are fea- 
ured. 
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United Cushion 
“D” Heels are 
HIGH STYLE 


They dress up 
the shoe 


€* U S ; i | O N cj: Look for the 
! ee D” 
F i UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 





To Retail at 
$1.45, $1.95, 


Sample orders of two dozen assorted from our stock 
Will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. When 
ordering samples mention price range. 

Tustrated folder and price list on request 


GOLD SEAL, 722 B’way, N. Y.C. 








Reg. Trade Mark 
Manolis Products Will 
Give You More Profits. 


Spats $9.00 te $21.00 
Dez, Prs. Include Box- 
cloth. 


Rhinestones $2.50 to 

18.00. Include Colonial 
les. 

MANOLIS MFG. CO. 

4248 No. Crawford Ave, 
Chicago, Il. 


Per Br BSF Bax BV a Be EO Ge 


BOND STREET 


Spats 


The finest, best known, 
of all. Styled in England 
—made in America, and 
priced to retail at $1.50 
to $5.60. Backed by 
comprehensive, unique na- 
tional advertising—radio, 
national magazines, mer- 
chandisine helps, attrac- 
Deckages. Immediate delivery. Write for samples. 
THE WILLIAMS MFG. COMPANY, 
Portsmouth, Ohio, U. S. A. 


NT NS ON Ne, 


DUNHILL SPATS 


TOPS THEM ALL 
IN STOCK NOW 
In All Selling Colors 
10 dozen lots $7.50 
Also Better Grades 
Samples on Request 
STAR Peet wens MFG. 


50-54 No. 4th St., Philadelphia 


Standard’ 


8 P 














Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
Ea emer Ry NRT CE REE AT 





Listless Mailing Lists 


[CONTINUED FROM PAGE 21] 


“For goodness sake get the name and 
initials right. If you address S. R. 
Berke as F. R. Burke it peeves him and 
takes all the personal appeal away 
from what you have to say. 

“Now the real work begins. Every 
pair Mrs. Jones buys must be recorded 
on her mailing list card. Otherwise 


you’ll never know when to remind her ; 


she hasn’t bought lately, nor what kind 
of letters to send her that will have a 
personal ring to them. 

“If you’re unwilling to spend the 
time and effort necessary to keep up 
your mailing list, better not start one. 
A listless mailing list soon becomes 
just a mess of meaningless names. 

“So much for customer lists. After 
you feel you have exhausted their pos- 
sibilities you may ‘begin missionary 
work, always remembering the smaller, 
more selective lists produce best re- 
sults. 

“There are lists of nurses, teachers, 
golfers, taxpayers, graduates, auto 
owners, Boy Scouts, Girl Scouts, 
dozens of clubs and lodges, voters, 
stenographers, blue bloods, professional 
men, residents of certain districts, etc. 
Most of these are best secured 
through our local letter producing 
shops, who guarantee a high percent- 
age of accuracy. 

“But don’t expect the same results 
as from customer lists. Your windows 
and newspaper ads are always solicit- 
ing new trade at less expense than 
mail. 

“Then after you get to be a big store 
pen change the whole system. You'll 
ave one master file containing every 
name. Each card there will show in 
which of the several sub-files that name 
appears also. The most important of 
these is the ‘clerk file,’ where each 
salesman’s customers are sorted ac- 
cording to the months in which they 
made their latest purchases. That’s 
real information. 

“To me the most discouraging fea- 
ture is the high cost of wrong ad- 
dresses,” said Charley. 

Koy 20d you are! The moment you 
start keeping a file that moment it be- 
gins to get out of date—becomes list- 
less, you might say. 

“In the larger cities 25 per cent of 
the population move or die every year. 
Figuring it out you will find that if a 
list was 100 per cent correct five years 
ago it’s only 24 per cent correct now. 
Yet there are ways of keeping the re- 
turns down under 5 per cent, depend- 
ing greatly on how often you make a 
mailing. 

“First, get acquainted with the post- 
master. He knows more than you ever 
suspected about lists, mailings, and 
getting the most out of a postage 
stamp. He is anxious to keep your 
list correct to reduce forwardings and 
returns. 

“For this purpose there is a regula- 
tion which permits the following in- 
scription to be placed in the lower left- 
hand corner of third or fourth class 
mail: 

“Postmaster: If the addressee has 
removed, notify sender on FORM 3547, 
postage for which is guaranteed.’ 


“The post office advises that you . 








print the words ‘FORM 3547’ in a 
rectangle in bold type so the letter 
carrier will not overlook it. This form 
compels the carrier to fill in the 
new address as well as the old, and 
costs the sender two cents each. 

“You may also add to the above in- 

scription additional instructions to de- 
stroy the matter, forward it, postage 
guaranteed, or return it, postage guar- 
an ; 
“The post office is equipped to check 
your list or any part of it against its 
own records at a cost of 65 cents an 
hour for the clerk’s time, but not more 
than twice a year. 

“Of course, first class mail is for- 
warded without notifying the sender. 
But suppose you mail a notice of 
‘Courtesy Days’ preceding a sale and 
it is forwarded to several addresses 
before reaching the customer. It ar- 
rives after the sale is over and be- 
comes courtesy in the reverse. 

“Whenever you have a large mailing 
which you are anxious shall reach all 
customers exactly the same day, you 
may send it to the post office several 
days ahead of time. It will be sorted 
and distributed to the several substa- 
tions, but not released till the day you 
specify. The post office strives to 
please its patrons just as you do. 

“Naturally, the directory and the 
telephone book are first aids in check- 
ing up wrong addresses. But really, 
Charley, most mailing lists become list- 
less and consequently useless, not be- 
cause it’s hard to keep them up, but 
because it’s so confounded easy! 

“Everyone around the store considers 
it beneath his dignity to fritter away 
his time on that stack of returns over 
in the corner. Neglect doubles the 
task, often resulting in throwing up 
the whole system. 

“An hour a day will keep the aver- 
age store’s list right up to date. This 
work will pay for itself in every single 
mailing. But it has to be done by 
some individual who is really alive to 
the importance of saving it from be- 
coming a ‘listless mailing list.’ ” 


Southwest Looks for Big 
White Season 


SAN FRANCISCO, CAL—Miss_ Eliza- 
beth Ambrose, of Newcastle Leather 
Co., New York City, is making a survey 
around the country and has visited 
Atlanta, New Orleans, Houston, Dal- 
las, Fort Worth, San Antonio, El Paso, 
Los Angeles, Pasadena, Long Beach, 
San Diego and Santa Barbara. She 
finds that the retailers expect a big 
white season and that Texas feels that 
light beige will be quite big. Texas and 
Los Angeles expect to start selling these 
numbers in late February and March. 

The darker beige which is called 
Patou beige is exciting more interest 
than was expected and some retailers 
are going to play this for January and 
February, as this color blends with the 
best selling beiges in the Forstmann & 
Huffman woolens. Navy blue is being 
bought in two shades, one very dark 
and one which lightens a little bit. 
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vitally im 
man’s - si 


from the dust and din of 
oe and you will 


Your Business is More Urgent Than Ours 


Tei Set nent ee une are apt to be 
rtant to the man w ing some place, 
desing samething. A brisk shower ip 4 

your morning exercises with an h 8 
-towel . .if you have driven, your car is at 
the door—clean and slick and as ready to go as you are 
a nS ee eee a 


come again. 
DANIEL CRAWFORD, Je., Manager 


HOTEL 
PENNSYLVANIA 


397 €, CHESTNUT ST> PHILADELPHIA 











manship. Sample pair 
convince the critical buyer. 


11/8 and 14/8. 


64 N. 4th St., 


$7.50 «IS BED $8.50 
Retailers iNSUE ES Retailers 
In Stock 
High Shoes 


Same construction. Excellent ma- 
terials throughout. Superior work- 
will 


Right and Left Sole Leather Counters. Widths AA to EE. Heels, 
Made in Philadelphia by Master Craftsmen. 


Cc. S. GIBBON CO., INC. 
Philadelphia, 
Send for Catalogue 









Pa. 
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- « Come soon 











inside of shoe. Curve 


Curved Jaw 


PRICE 
P. W. WHITCHER CO. 








Curved Jaw Nipper 


——— WHIT CHER — 





The only Nipper, just the right shape to cut out tacks on 
d jaw enables cutting close to insole. 


Made of high-grade tool steel, nickel plated. 
“Manchester” when ordering. 


Boston, Mass.—Chicago, Ill. 


ESTER” 


U. 8. Pat. Off.) 









MANCHESTER 







Specify Genuine 


$4.00 











One of the greatest essen- 
tials of success in any busi- 
mess is to know the terms of 
the trade—to be able to speak 
dan terms that convey your 
meaning without question. 
‘Too, you must know shoes as 
merchandise, shoes in rela- 
tion to the customer, their 
cut and purpose, the leathers 
that are used, the systems of 
marking, and the anatomy of 
the foot. 


All these things are explained 
fully in the eighty-three 
pages of THE SHOE and 
LEATHER LEXICON. This 
wemarkable book was written 
in easily understood language 
and illustrated wherever nec- 
essary to better convey the 
essential idea, so that you 
-could quickly acquire the fa- 
miliarity with shoes so neces- 
sary im your everyday con- 
ttacts with the trade. Don’t 
miss the opportunity to in- 
-erease your knowledge and 
-your earning capacity. 


And you won’t have to miss 
any lunches to get the Knowl- 






A Liberal Education in 
SHOES and LEATHER 
for the price of 
a lunch 





edge of Shoes and Leather 
that you need to make your 
sales increase and your salary 
sweeter. This wonderful lit- 
tle book 


The Shoe and Leather 


Lexicon 


now in its Sixth Revised Edi- 
tion has helped hundreds of 
shoe men to promotion and 
pay. Published in pocket 
form so that you may carry it 
with you for spare time study, 
it will give you a full under- 
standing of the terms and 
processes of shoes from the 
raw leather to the customer’s 
foot. There are hundreds of 
items of information that you 
can put to immediate use. A 
copy is yours on receipt of 
fifty cents currency, money 
order or stamps. Address 
your request to: 


BOOT AND SHOE 
RECORDER 


239 West 39th St. 
New York 
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WHERE TO BUY 
Spats 


SIR RALEIGH 
SPATS 


Delivery Same Day Order is 
Received 


Priced to retail profitably ee 
1.50 to 5.00 Write for Samples 
KNICKERBOCKER MFG. CO., Kansas City, Mo. 





if Z ar, 
SS mm OT PATS 
GREATEST SPAT LINE 

OF THE INDUSTRY 


Ar Ms 


WHERE TO BUY 


Children’s Footwear 





_ Approved by Medical Men 


As a fully ventilated 7 


is unexcelled. 
surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 Ne. Main St, 








. ~ = Builds repeat business 
Free Style Booklet on Request 


G H.BASS & CO, _11_ Moin St, WILTON, MAINE } 





WHERE TO BUY 


Women’s Novelties 





Sandal Proposition ,/ 
Announcing 
for 


1931 


A new and unique line of quality imported 
sandals which promises for volume buyers 
¥ ng opportunity to sell at competitive 
prices. 


The R. STERN Co. 


Irwin W. David, Gen. Man. 
303 Fourth Ave. New York 














Flat Foot and Shoes 


[CONTINUED FROM PAGE 27] 


piles the toes together by binding on 
the outer side, no matter how wide the 
toes may be. Moreover, shoes are fitted 
too short and too wide. 

The same causes apply largely to 
men’s shoes. I have said before that 
most men wear shoes that are too short. 
I am not referring to the men who go 
to the highest class store and have the 
benefit of the most expert fitting. It is 
not they who are troubled so much 
with bad feet. I am referring to men 
in the mass. Since making that state- 
ment in an earlier article I have taken 
the trouble to look carefully at the feet 
of several hundred men on the street. 
I found short shoes even more preva- 
lent than I had thought. Then I went 
into a shoe store where I was not 
known and asked to be fitted. The 
salesman looked into my shoe for the 
size, but it was a special order pair, 
with the size not marked. Then he 
measured my foot and brought me a 
pair of shoes a size too short. 

When I told him they were not com- 
fortable, he brought me a wider pair. 
I had to insist on a pair of the right 
length. After they were fitted he 
agreed with me that the longer and 
narrower pair were better. This was 
in a good men’s store. There are other 
faults in men’s lasts that are too in- 
volved to go into here except to again 
mention the extreme swing last I have 
before referred to. 

Pointed toes are another cause of all 
kinds of foot trouble for both men and 
women. When the toes are forced to- 
gether it is not only the toes that suf- 
fer. The hinged joint at the ball can- 
not function, the walk is forced more 
or less off the side of the toes and an 
added strain is thrown on the muscles 
that support the inner arch. 

Excessively high heels are responsi- 
ble for a lot of the foot troubles of 
women. The heel is propped up in an 
unnatural position and as the heels get 
higher the base gets smaller, so that in 
the extreme two and a half inch heeled 
shoe the effect is about like standing 
the Chrysler building on its apex. The 
lifting of the heel plunges the weight 
forward onto the ball of the foot and 
the narrow base causes an added strain 
on the inner arch of the foot. The 
abuse of this type of shoe makes it 
even worse. It is utterly unfitted for 
the woman who must stand all day. 
There is a constant drag on every 
muscle in her legs and back. 

The increased use of turned sole 
shoes by women is another factor, not 
because the turned shoe is wrong but 
because it is so often used when con- 
ditions require a firmer shoe which will 
not permit the foot to wobble. A few 
weeks ago I met a party of eighteen 
or twenty girl hikers. Some of them 
had on shorts, some knickers. Three or 
four had on low heeled sandals, but 
nearly all of them were wearing turn 
soled shoes, some of them with quite 
high heels. Shoes that are too narrow 
on the bottom will seriously interfere 
with the action of the feet. I wonder 
what a worm’s eye view of the foot in 
such a shoe would look like. You can 
imagine that the foot would be ex- 
tended over the edge of the sole and 
that every part of the sole of the foot 
would be crushed, free action impossi- 


60 


ble, blood vessels restricted and nerves 
bruised. : 

Perhaps you are wondering why I 
have had little to say about the most 
common of foot complaints, namely, 
corns and callouses. I have referred to 
them in passing but I have not said 
much about them because, in the first 
place, if you understand the needs of 
the feet and fit shoes accordingly, those 
things will automatically take care of 
themselves and, secondly, because peo- 
ple seem to take them as a necessary 
evil and will go on wearing shoes that 
make corns, just as they will continue 
eating rich food that they know will 
give them indigestion. And finally, be- 
cause corns, callosities and bunions are 
outside of your vocation anyhow. All 
you can do is to try to fit shoes as com- 
fortable-as possible. For anything be- 
yond that send them to a chiropodist. 
That is his business. 

Now, what are we going to do about 
it? Well, much has already been done. 
Next time I am going to present the 
ideas of various makers of health foot- 
wear. 


Arnold G. Bartschi Superin- 
tendent for Edwards 


CINCINNATI— Arnold G. Bartschi, 
who for the past two years has been 
associated with the Julian & Kokenge 
Co., Cincinnati, as chief of the style 
staff, has resigned his position with 
the company, effective Nov. 10, to ac- 
cept the superintendency of the plant 
of J. Edwards & Co., Inc., Philadelphia. 
He will be succeeded at the Julian & 
Kokenge Co. by Otto Stock, of Brook- 
lyn, who already has assumed charge 
of his new post. 

Mr. Bartschi, who is a thorough shoe 
man, artist and style man, was for- 
merly connected with several leading 
Brooklyn plants before coming to Cin- 
cinnati and during his stay here has 
made many friends in the local shoe 
and leather industries. His departure 
is regretted by officials of the J. & K. 
Co. as well as by his associates in the 
concern, and by the trade in general, 
all of whom wish him abundant suc- 
cess in his new endeavor. 

Otto Stock, Mr. Bartschi’s successor, 
was until recently connected with the 
J. & O. Shoe Co., Brooklyn, and comes 
to Cincinnati with the reputation of be- 
ing a successful shoe style man. 


Norris Kirkpatrick Opens 
New Store 


MANSFIELD, OHIO (UTPS) — The 
new store operated by Norris Kirk- 
patrick on the second floor at 32% 
North Main Street is proving quite 
successful. It is the first time a major 
retail business has been located on the 
second floor here. 

Mr. Kirkpatrick was formerly asso- 
ciated with the Walk-Over Shoe Store 
here and later operated a store at 14 
West Third Street. The new shop is 
attractively arranged. A line of 
women’s and misses’ frocks has been 





installed as a side line. 
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we | BUY as you SELL 


° system 
2 sTOCK nei pad 
RECOROES VENTORY 


And Avoid Frozen Capital in End Sizes 
The Recorder Stock and Daily Sales Record Helps | 


Black 
Cleth 





(New Revised Fifth Edition) 


Your choice of DeLuxe flexible imitation leather binder 


shown above, or— 


} Black cloth binder below. 
| 


Binder— title of our instruction brochure 
red imitation for keeping stock records:— 
leather back 
endl anaes Supplied with each order for 
geld lettering the Stock Record System. 


You Do Just That! 
Insures Accuracy of Buying Judgment 





“If a $5 Gold Piece Falls Thru 
a Crack in the Floor”—is the 











One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
transfers in or out from branch 
stores— 


FOR GROUP OWNED STORES 


—the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
CONTROL FORM, also a COMPARI- 
SON FORM for sales of total pairs 
by seasons and years, gives the mer- 
chant-owner complete stock control 
with style and sale trend. These 
three forms are illustrated and are 
supplied 

50 Sheets—$3.00 

10 Sheets—$1.00 

(minimum order) 

Each fits the STOCK RECORD loose 
leaf binder. 


Black Cloth Binder—1144" x 13%" 
—100 Daily Sales and Stock Sheets, 
1 Comparison Form, with 4 Inventory 
Pads (or 2 Inventory Pads, 100 
Sheets, and 2 Buying Order Pads, 50 
Sheets) and 1000 Carton tickets with 


clipe:— $9.00 


West of Denver, $9.50 
Canada and Foreign, $10.00 


Above, not including 
CARTON TICKETS, $6.50 
West of Denver, $7.00 
Canada and Foreign, $7.50 
Postage Prepaid—Check with erder, please 




















Olt: 
"?P 





50c. 
ow 
on 


Shoe Carton Tickets 


per 100; $1.50 for 500; $2.50 fer 1000. 
is when quantity ordered is 600 or more. 
prepaid—check with order, please. 








MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


1334 REPUBLIC BLDG. 
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WHERE TO BUY 


W omen’s Shoes 





ii ed 








Internationally recognized as the acme of 
utility shoes. 
A product of 


SHAFT-PIERCE SHOE CO., Faribault, Minn. 








Ultra-Smart Sandals 


Cemplete color 
combinations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 


























WHERE TO BUY 


Shoe Forms 


TJatry Forms 


for Shoes and Hosiery 


made of white, 
transparent or colored 


FAIRYLITE 
Shoe Form Co., Ine., Auburn, N. Y. 
IER SA RIE CS RE TELE ESE A SOR 
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WHERE TO BUY 


Store Fixtures 


hl i eh li eel 





NEW GOODWIN CATALOG | 
f FINTURES | 
LATIONS 


WIN & CO 


HOEK STORE 


PORE INSTAL 


Mackinaws, of course, still fit per- 
fectly into any Winter sport picture. 
This year they seem to lend more color 
than usual, being preferred in bright 
solid colors, large contrasting block 
squares and in the multi-colored candy 
stripes. Plain blanket mackinaws have 
the call, though there is a generous 
sprinkling of brushed wool and re- 
versible types. 

For extreme weather, fur and sheep- 
lined coats are shown in abundance. 
Half, three-quarter or full length— 
there is a combination suited to every 
requirement. One of the best liked is 
three-quarter length, smooth finish 
leather shell with either fur or sheared 
sheep lining. Collars and cuffs are of 
closely knitted wool, although fur or 
corduroy collar may be had, if desired. 
Shells of moleskin, whipcord and heavy 
duck are also common in coats of this 
type—all waterproof, of course. Wind- 
proof wool wristlets are found in all 
such coats as well as in the majority 
of the mackinaws. 

In no other outfit is footgear so all- 
important as in the Winter sportswear 
wardrobe. There, it is not a question 
of looks but of comfort and health. 
Nothing will take the fun out of a 
well-planned Winter holiday so thor- 
oughly or so quickly as_ ill-chosen 
footwear. There is a boot or ghoe or 
combination to suit every condition and 
requirement, and the initiated will do 
well to listen to the advice of the dealer 
who is usually qualified to make expert 
suggestion. 

Moccasins, felt-boots, gum shoes and 
hunting boots are so well known that it 
is hardly necessary to touch on them 
except for a word of advice based on 
practical experience—in selling make 
full allowance in size for wool socks 
and suggest one size larger than the 
customer thinks he needs. That ap- 
plies especially to moccasins. Also, 
even when hunting boots run eighteen 
or twenty eyelets, styles without hooks 
are preferable. Hooks have a mean 
way of catching hold of runners and 
vines at the worst possible time— 
they’ve lost more games, caused more 
falls and brought forth more whole- 
hearted profanity than any other single 
item we can recall. 


One of the most popular all-around 
Winter sport shoes is the nine-inch ski 
shoe. Made of waterproof veal with 
heavy crescent toe-box, heavy sole and 
extra-strong counter, this shoe is 
equally well adapted to skating and 
hiking and other Winter sports, ex- 
cept, of course, snow-shoeing. Another 
popular ski-shoe is a Norwegian model 
made of waterproof veal with heavy, 
hand-sewed sole, strong toe-box, spool 
heel and is equipped with a sewed-on 
felt snow excluder. Still another, 
which hails from Oslo, is Hand-made 
throughout of waterproof grain—this 
shoe is a favorite with expert ski 
jumpers. 

Skating shoes still offer the same 
three varieties—the soft toe, ankle 
strap type for general use; the heavy 
black calf with webbing reinforcement 
and molded sole-leather toe boxing, 
designed especially for hockey; and the 










feather-weight racing shoe of genuine 


Winter Sportswear and Shoes 


[CONTINUED FROM PAGE 19] 


yellow-back kangaroo made with no re- 
inforcements except the extra long in- 
side counter. 

For snow-shoeing, any moccasin or 
shoepac is proper, though care must be 
taken to have them large enough to 
accommodate plenty of wool hose. 
Probably the safest procedure is to in- 
vest in a ten or twelve-inch shoepac 
made of waterproof veal with soft sole 
and heel and full shearling lined—no 
danger of cold feet in that combination. 

No resume of Winter sports footwear 
would be complete which did not in- 
clude equipment for those Isaak Wal- 
tons who splash around in waist-deep 
icy water in the late Fall and early 
Spring. Furthermore, there’s some- 
thing new to talk about—so new that 
it is still in the process of manufac- 
ture. The old wader outfit has always 
been a clumsy combination. First comes 
the heavy stocking; then, the mackin- 
tosh wader; then another heavy stock- 
ing and, finally, the felt-bottom brogue, 
either smooth or studded. Now comes 
a new wader combination which prom- 
ises to simplify matters greatly—simply 
pull on the heavy stockings and, then, 
the new cover which combines the 
brogue with an armpit height mackin- 
tosh wader. Far less clumsy, not half 
the trouble and, we are assured, just as 
warm and dry. 





New Shoe Literature 











WAUSAU, WIs.—Marathon Shoe Co. 
has recently issued two attractive new 
catalogs of Pied Piper Shoes, one de- 
voted to shoes for boys, youths and 
little men, the other a larger catalog 
covering the entire line of shoes, ox- 
fords, straps and ties for infants, chil- 
dren, misses, boys and growing girls. 

Both of these catalogs are handsome- 
ly and profusely illustrated in colors 
and both have unusually attractive art 
covers, the cover of the larger catalog 
being done in silver, black and three 
colors. All of the shoes in the line are 
illustrated and described, together with 
the various dealer and advertising helps 
and premiums supplied to retailers of 
Pied Piper Shoes either free or at cost 
prices. 





HAVERHILL, MaAss.—The Haverhill 
Shoe Novelty Company, manufacturers 
of “Huk-On” specialties, have moved 
to new quarters at 151 Essex Street, 
this city. 
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WHERE TO BUY 


Shoe Fitting Devices 











BETTER SHOE FITTING 
SERVICE 
Saves Sales 
Makes Good Fitting Easy 
FRED TRIAL 
821 S. Salina Street, Syracuse, N. Y. 
THE BRANNOCK DEVICE 
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ADVERTISING PACER wen nver 
FOR LEASE - WANTED TO PURCHASE BUSINESS OPPORTUNITY 


BAGar ar cons res rts — 
shoe departmen e in .1 "4 SESS 
Broadway-Fillmore section of Buffalo. A pa If you contemplate ° oye JOU Cax Fave * gy kes PAS 


ION OF YOUR OWN and earn big 
outlet for medium or high class specialty shoe. entire or surplus stock com- FESS 4 
Only reliable or well advertised line considered. municate with us. Prompt at- paca agan ithe lane ie Bante aan 


Se eel See Shae Reais, 4 | tention given. one at home in a few weeks. aay terine 
° or training; openings everywhere w't 
West 39th Street, New York, N. Y. KIRSCH-BLACHER CO., INC. all the trade you can attend to. No capi- 
624 Broadway New York tal required or goods to buy; no agency 
Phone Sp 1443 or soliciting. _ Address Stephenson lL.avera- 
WONDERFUL OPENING — Modern | store = Fe SS ee Gy ee ere 

lease, black marble front for family 

shoe oe on the Main Street of a 
Island Town. Write to owner of building: 
- Aen 85 Merlin Ave., N. Tarrytown, We are open te © 


BUY FOR CASH MERCHANTS’ NEEDS 


retall stocks ef SHOES—GENERAL MER- 
CHANDISE — Unexpired teases assumed 


POSTER @ DEUTSCH 
MERCHANTS’ NEEDS 436 Grand St., New York City eo & 
Phone Dry Dock 0352 


pouren. AND Sehr yy FOR 
T SOLE SLIP 


We will pay the best price for The right nmerehendiee at the rignt price. 
your surplus or entire stocks of shoes, HY-GR A a hy on request 4 

general merchandise or department 693 B ER SUPPLY CO. 
stores. Leases assumed. roadway New York City 
Phone - Write - Call 


Send Glace Sizes for Estimate All matters strictly confidential. 


CAMDEN ARTCRAFT CO. 160 N.Wells St. I. SIMON CO. 


oar 101 Reade St., New York City 
Phone Worth 5922 Est. 1880 



























































Everything for Your Windows 
Futuristic Displays and o 
Backgrounds ae 


Pah F ne fares, HIGHEST CASH PRICES 
Paper Borders, Ribbon Borders. Decorative PAID TILTS AT ANY ANGLE 
ing Historia - Pay -— evalonres Pea fer shee am. slow sellers, ete. Short 


time 
Booklet. Price Tickets. leases 5 Transacti fidential. 
DAVE’S DISPLAY DECORATIONS e— $5.00 Per Gross 


118 West Broadway, New York MAX GLAUBERG $2.75 Half Gross 


350 Canal ola New York City 
: Walker 3818 Guaranteed to give 100% 
o Satisfaction 


Milbradt M. D. POLLINGER CO. 
































Rolling Step Ladders 216 Holland Bldg. St. Louis, Mo. 





MERCHANTS’ NEEDS 


Enable you to reach your 
highest shelves convenient- 


ly. 
They last a lifetime FIT RITE OVERGAITER CO. 
Are made in any style, 526 S. 3rd St, Philadelphia, Pa. 


shape or size to At any MANUFACTURERS OF SPATS 


oe Be present for the present Fall season 


best ladder f 
9 peiescraiiaaa FIT RITE SPATS 
Milbradt With button or Zip fastening. 
Ment” | See 


2416 No. 10th Street 
ST. LOUIS, MO. Ty - A 


In grades to retail - - 
from $1.00 to $4.00 
hess : Hospitality 
Many are carried ! ; 
in stock. Samples oe. 
7 The Hotel Sinton is famed 
for its friendly, comfortable, 
home-like atmosphere. New- 
. ly remodeled,, beautifully 
1876 oven Firty years _ 1930 furnished. Every modern 
OF RELIABLE SERVICE To THE oeemuiees, Bah endo 
DISPLAY Fi FIXTURES vidor in every room. Five 
convenient dining rooms. 
Most desirable location. 125 


SEGALLE “SON S THe Gast Yt —r 


953 ARCH ST. Bae ame Sars 

prevents wearing holes in the aay at the 

PUL_ADEEPIA. Pa. Se a eevee oe Hotel Sinton 
ARE BUSINESS GETTERS 9s SOMMER MFG. CO. | Cmca nt fl 


SEND FOR CATALOG Newark New Jersey John &.Horgan 
Largest Manufacturers in the World MANAGING DIRECTOR 
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MERCHANTS’ NEEDS 








CARD HOLDERS 


~  |MORGAN SPECIALTY 
ae CORPORATION 
1440 Broadway 
New York, N. Y. 


NICKEL OR 
BRONZE JUNIOR 
50 for $ 2.50 
100 for 4.75 
500 for 18.75 




















Schiff Sales Off in October 


CoLumsBus, OHIO (UTPS)—Sales of 
the Schiff Co., operating a chain of 173 
shoe stores throughout the county, 
many departments in dry goods stores, 
which has headquarters here, totaled 
$7,936,278 for the first ten months of 
the year, compared with $7,047,415 for 
the corresponding period last year. 

This is a gain of 12.61 per cent and 
is considered quite good in view of the 
continued business depression. Sales 
for the five weeks’ period ended Nov. 
1 were $935,442, compared with $1,- 
020,479 for the corresponding period 
last year, which is the first time dur- 
ing the year that a loss has been expe- 
rienced. 


Forms New Shoe Firm 


CINCINNATI—Charles Miller, who for 
years has been a shoe manufacturer in 
Cincinnati, a few months ago severed 
his connections with the Miller Shoe 
Co. and has now formed the firm of 
Charles Miller & Son with a factory 
in the Power Building, Cincinnati. 

In his new factory, he will produce 
a line of women’s and growing girls’ 
Littleways. Charles Miller is presi- 
dent; Irving Miller, his son, is secre- 
tary, and Jack Duval is superintendent. 


Friends of Missing Rubber 
Man Offer $10,000 Reward 


JACKMAN, ME.— Organized search 
for Mitchell B. Kaufman, prominent 
manufacturer of rubber footwear and 
other products, whose mysterious dis- 
appearance while hunting in the Maine 
woods has occupied columns of space in 
Boston newspapers, was suddenly ended 
by officials here Sunday and simul- 
taneously friends and business associ- 
ates of the missing rubber millionaire 
offered a standing reward of $10,000 
for him, alive or dead. 

John J. Sindler, manager of a Kauf- 
man rubber factory in Framingham, 
Mass., close friend of Kaufman and 
spokesman for the latter’s party at 
Crocker camps, announced the reward 
in the following statement: 

“IT am authorized to make the an- 
nouncement that friends of Mr. Kauf- 
man offer $10,000 reward to the person 
giving information leading to the find- 
of Kaufman, dead or alive.” 

e reward will also be paid if Kauf- 
man is found elsewhere than in the 
woods, it was added. 





“Vanity Bows” 


Successful with the Trade 
Since 1910 


With many years of “KNOW 
HOW,” we are prepared to furn- 
ish you with leather ornaments of 
outstanding attractiveness. 


Let us trim your shoes with 
leather ornaments, that have 
glance-gripping appeal and a con- 
sumer desire to buy. 


Write for samples now. 


Vanity Novelty Works 
1261 Atlantic Ave., Brooklyn, 


oe 


Cool Weather 
Gives Business 
a Better Tone 


CuHicaco (UTPS)—Continuation of 
the cool autumn temperature aided lo- 
cal retail sales in Chicago last week. 

“Last month we had the second best 
month for bags that we have had so 
far this year,” said A. J. Mathews, 
head buyer for Hanan & Son. This 
apparently indicates that the public is 
observing a much more liberal spend- 
ing policy, probably in anticipation of 
the coming holiday season. 

O’Connor & Goldberg introduced 
“side lace” oxfords recently. Most 
models are of suede combined with gen- 
uine lizard.. While not strictly an in- 
novation, these shoes present a striking 
and novel appearance. The question 














Pheasant Walks Into lonia 
Shoe Store 


IONIA, MICH.—Some hunters search 
the whole season through without be- 
ing rewarded with the bagging of an 
6g pheasant, but some have more 
uck. 

John Toutenhoofd, a local shoe dealer, 
often trekked the woods and dales seek- 
ing ring-necks, but today he had merely 
to open the front door of his store to 
spy one of the sweetest specimens of 
the species he ever laid eyes on. 

Waiting upon a customer, John’s at- 
tention was diverted toward the store 
entrance, and he stood aghast as a large 
sized cock pheasant entered in all the 
glory he could muster. 

The bird apparently wandered away 
from the flats along Grand River, be- 
came bewildered by downtown traffic 
and sought refuge in the shoe store. 
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of whether they will catch the public 
fancy remains to be seen. 

Following what now appears to be 
an increasing new trend, I. Miller has 
come out with a new set of shoes built 
on a walking last. These models are 
welt shoes. Not a new departure, for 
as a matter of fact it was with welt 
shoes that I. Miller originally estab- 
lished his reputation many years ago. 

Miller features a threesome in this 
new footgear—a strap, step-in pump 
and oxford. Of course, all of them have 
Cuban heels. 

F. E. Foster introduces “Cinnebar 
Calf—a new Foster material approxi- 
mating in color the rich, mellow tone 
of a fine old Chateau Margaux wine.” 
(The copywriter really outdid himself 
here.) A clever three column ad shows 
two shoes superimposed over a light 
line sketch of an old wine cellar, with 
abundant casks in evidence. 

“Blues are going much better than we 
expected,” declares a Marshall-Field 
buyer. “Especially a dark blue, so deep 
a shade that even I have to look twice 
to assure myself that it isn’t black.” 
They are beautiful shoes, blue-black 
suede vamps and blue-black calf quar- 
ters, with a narrow, patterned overlay 
of imitation snakeskin about the throat. 

Oxfords and pumps are fighting it 
out for first place, continued this ex- 
ecutive, and straps are running a poor 
third. 

A new combination of materials is 
being featured by Field—patent and 
suede. See are made of brown 
or green suede and have a saddle tip 
and quarter foxing of patent leather 
with scalloped edges. A neat little bow 
covers the throat. 

The shoe is a good seller in propor- 
tion, says their buyer, and concludes, 
due to the tweed motif in new coats, 
there is reason to believe that tweeds 
will soon increase in popularity. 
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es iB USINESS 
Barometer 


ee et — Kew Haven — Unger Shoe 

Co. (92 Congress Ave.) ; boots and shoes; part- 
nership dissolved ; Morris Unger retired; Jacob 
Weinstein will continue. 

GEORGIA—Washington—I. Simowitz; boots 
and shoes; name changed Oct. 31 to I. Simon. 

ILLINOIS—Chicago—Hill & Rudnick (“Diana 

Bootery’’) (4711 Broadway); boots and shoes; 
partnership dissolved; succeeded by Sam Hill. 

IOWA—Pella—The Vogue; boots, shoes, etc. ; 
reported partnership dissolved. 

KANSAS—Coffeyville—M. P. Thornton (‘The 
Slipper Shoppe’) (108 W. 9th St.); reported 
selling out to Samuels Shoe Stores Corp. 

LOUISIANA—New Orleans—The Fifth Ave- 
nue Stores, Inc.; boots, shoes, etc.; inc. author- 
ized capital $20,000. 

Rayville—Max Levy; boots, shoes, etc.; re- 
ported sold or closed out business. 

MASSACHUSETTS—Boston—Enterprise Slip- 
per Mfg. Co.; manufacturers; business certifi- 
cate filed by Rose Jeghelian. 

Goldman & White, Inc.; boots, shoes, etc.; 
recently incorporated. 

Bella G. Pukatch ; boots and shoes; filed mar- 
ried women’s certificate. 

David T. Nathan (182 Lincoln St.) ; wholesale 
boots and shoes; recently commenced business. 

Schworm & Finke Shoe Co.; wholesale boots 
and shoes; filed issue of $35,000 preferred stock ; 
also 358 shares common stock no par value. 

Lynn—Apollo Shoe Co.; manufacturers; capi- 
= a increased by 41 shares of common 
stock. 









Business Changes 


Waltham—Atlas Shoe Co.; boots and shoes; 
business certificate filed by John - of ay" 

MICHIGAN—Harbor Spri 
boots, shoes, etc.; reported selling 
Young. 

Holly—A. Mulholland; boots, —— etc.; re- 
ported selling out to Frank B. 

NEW Galas tne as Bros. Co, 
(951 Broad St.) ; boots and shoes; inc. author- 
ized capital $100,000. 

NEW YORK—Brooklyn—Diana Shoe Corp.; 
manufacturers women’s shoes; capital increased 
from $15,000 to $20,000. 

Floyd Shoe Co., Inc.; boots and shoes; inc. 
authorized capital $20,000. 

Brooklyn—Coleman Goldman (259 Kingston 
Ave.) ; boots and shoes; reported selling out. 

Long Island City—Rubin Bros. Footwear, Inc. ; 
boots and shoes ; incorporated. 

New York City—Irvmac Shoe Shops, 
boots and shoes; incorporated 

NORTH CAROLINA—Henderson—Scott Fere- 
bee Shoe Co.; boots and shoes; inc. authorized 
capital $5,000. 

OHIO—Toledo—Reeder Yant 
shoes, etc.; inc. authorized ros Ry $20, 000. 

SOUTH CAROLINA—Charleston — Alexander 
Karesh; boots and shoes; reported disposed of 
Mack’s Shoe Store at 464 King St. to Max 
Klein. 

WISCONSIN—New London—Fred H. Morack ; 
boots and shoes; removed to Manawa, Wis. 
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Failures, Embarrassments, Etc. 


ALABAMA—Dothan—Mack Jones; boots and 
shoes ; reported petition in bankruptcy. 

CALIFORNIA — San Diego— D. Wrotenberg 
(“The Leader’); boots, shoes, etc.; reported 
assigned 

CONNECTICUT — New Haven — Jos. Hardy, 
Inc.; boots and shoes; reported assigned. 

FLORIDA—New Smyrna—Persons Co., Inc.; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

ILLINOIS — Chicago — Henry Kurtz (“‘Bilt- 
more Bootery”) (2052 A Division St.) (651 W. 
North Ave.) ; boots, shoes, etc.; reported peti- 
tion in ban ruptcy. 

I. & M. Ratner (6503 S. Halsted St.) ; boots, 
shoes, etc.; reported petition in bankruptcy. 

INDIANA — Gary — Eugene Oppman (3861 
Broadway) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

Hammond—Pete Elloff (1115 Columbia Ave.) ; 
boots, shoes, etc.; reported assigned. 

MASSACHUSETTS—Boston — Harry Krassin 
ay Slipper Co.”) ; boots and shoes; reported 


ee Shoe Co.; shoe manu- 
facturers; reported offering to compromise at 
33% per cent. 

Lynn—Rubin Masofsky (63 Summer St.); 
Saat and shoes; reported petition in bank- 


MICHIGAN — Detroit— Jay Freedheim (9301 
Mack Ave.) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

Leach’s Boot Shops (7730 Harper Ave.) 
(branches); boots and shoes; reported asking 
general extension. 

NEW HAMPSHIRE—East Rochester—Walk 
Shoe Co.; infants’ shoe mfg.; reported meeting 
of creditors called Nov. 13. 

NEW JERSEY—West New York—Stillman 
Co. (614 Bergenline Ave.) ; ts, shoes, etc. ; 
reported petition in bankruptcy. 

NEW YORK—Brooklyn—J. Albert & Son; 
manufacturers, shoes; reported called meeting 
of creditors Nov. 10. 
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Norman Cantor (914 Kings Highway) ; boots 
and shoes; reported petition in bankruptcy and 
receiver appointed. 

Century Shoe Co., Inc.; manufacturers, shoes ; 
reported offering to compromise. 

L. Kreitman (4811 Church Ave.); boots and 
shoes; reported offering to compromise. 

Rudolph J. Taub (5407 Fifth Ave.); shoe 
rep. ; reported petition in bankruptcy and re- 
ceiver appoin 

Max Tropper & Son (6613 18th Ave.) ; boots 
and shoes; reported petition in bankruptcy. 

Irondequoit—Karl F. Manz; boots and shoes; 
reported petition in bankruptcy. 

New York hon ag A Horwitz (“Surry Shop”) 
(2455 Broadway); boots, shoes, etc.; reported 
petition in bankruptcy. 

Isidore Weissman (78 Ave. B); boots and 
shoes; reported called meeting of creditors 

ov. 

NORTH CAROLINA — Belmont —S. Kohn 
(“The Hub Store’’); boots, shoes, etc.; reported 
petition in bankruptcy. 

Charlotte—Max Sideman (“Carolina Salvage 
Co.) (‘‘Max’s Men Shop”); boots, shoes, etc. ; 
reported petition in bankruptcy. 

PENNSYLVANIA — Mahanoy Ci 
Hornsey; boots, shoes, etc.; repo: 
bankruptcy. 

Norristown — J. Wasserman (Lenmor Shoe 
Store) ; boots and shoes; ;: —¥e assigned and 
meeting of creditors called Nov. 10. 

Pittsburgh — Kazimier W. “ate (3615 
Forbes St.) ; boots and shoes; reported petition 
in bankruptcy. 

Philadelphia—Weinstein & Shubin (32 N. 3rd 
St.) ; wholesale boots and shoes; reported peti- 
tion in bankruptcy. 

TEXAS—Winnsboro (also Mount Pleasant) 
(M & M Cash Store, A. K. Mattingly, Prop.) ; 
boots and shoes; reported assigned. 

WEST TGs Morgantown — Gustave J. 
Cohen (“‘The Hub”); boots, shoes, etc.; re- 
ported offering to compromise at 25 per cent. 


— John T. 
petition in 
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New Shoe Stores 


New York, N. | aaa Footwear Mfg. 
Co., 153-59 Ww. 27th St. 

Jersey City, N. rie R. Kinney Co., 912-20 
Bergen Ave. 

Chester, Pa.—A. S. Beck Shoe Corp., 516 Mar- 
ket St. 


Belton, Tex.—The Work Clothing Co. 

Madera, Pa.—Economy Store. 

West Monroe, La.—C. B. Parnell. 

Lorain, Ohio—Norman Ness. 

Claxton, Ga.—Sam Abrahamson, S. Main St. 

Hartford, Conn.—Colt Shoe Co. 

Fentress, Tex.—R. P. Harris & Co. 

Philadelphia, Pa.—Ridge Bargain House, 2202 
Ridge Ave. 

Pontiac, I11.—Wilburn J. Miller. 

Moultrie, Ga.—Abe Schreiber. 

Mt. Vernon, N. Y.—Albert Pugatch, 108 S. 
4th Ave. 

Stamford, Ky.—J. B. Dick Co., Main St. 

—- Conn.—David’s Boot Shop, 514% W. 

ain St. 
na Amboy, N. J.—F. F. Bargain Store, 86 


Smith 
PP cee Ill_—Morton Fair, 5807-11 W. 22nd 


_ Newark, N. J.—Greenberg Bros. Co., 951 Broad 


_ Sen N. C.—Scott Ferebee Shoe Co. 

Toledo, Ohio—Reeder, Yant & Co. 

New York, N. Y.—Rubin Brothers Footwear, 
Inc., Queens. 

Strasburg, Va.—Gilbert Shendow. 

Gary, Ind.—Louis Sandler, 1200 Broadway. 

Barry, Ill.—Hays Ownby, Blair Bldg. 

Massillon, Ohio—Coopers, Erie and Tremont 

Ss 


Middletown, N. Y.—Noxall ahaa Co., Inc. 

Danville, Ky.—Louis Fri 

New York, N. Y.-Serviceable "Shoe Co., 2363 
8l1st St., Kings. 

Las Vegas, N. M.—Hoffman & Graubarth Co., 
Masonic Temple Bldg. 

New Orleans, La.—Abbott’s, Inc., 148 Baronne 
t 


New York, N. Y.—Floyd Shoe Co., Inc. 

Lowell, Mich.—Ben Wepman. 

Dennison, Ohio—R. A. Cox, North Fourth St. 

San Diego, Cal.—Loeffler & Reynolds, 828 5th 
St. 


Blackwell, Okla.—O. Yabrof, 104 S. Main St. 
Kinmundy, Ill.—R. N. Morgan, Elder Bldg. 
New York, N. Y.—Chas. Rich Haberdashery- 
Hat-Stores, Inc., Kings. 
Pontiac, Mich.—Baldwin Stores, Inc. 
Jennings, La.—D. J. Castille, Inc. 
Wise River, Mont.—Harvey Mercantile Co. 
Wilkes-Barre, Pa.—Lewell Shoe Co. 
Spruce Pine, N. C.—Spruce Pine Supply Co. 
Chicago, Il].—The Tailored Woman, Inc., 750 
N. Michigan Ave. 
Inwood, Ilowa—Newgaard & Nerison. 
Passaic, N. J.—Kitty Kelly Shoes, 676 Main 
ve. 
Long Beach, Cal.—Nisley Shoe Co., Bank of 
Italy Bldg. (soon). 
Ishpeming, Mich. —Samuel Lowenstein. 
Cass Lake, Minn.—Philip Gill, Lundrigan Bldg. 
Hatton, N. D.—Grinager Merc. Co. 
Pequot, Minn.—Atwater & Swanson. 
Chippewa Falls, Wis.—Hinshaw Shoe Co. 
ae Wis.—Rosenberg Bros., 1204 Tower 
ve. 


Stilson, Iowa—Ray Hunsley. 
Graceton, Minn.—Austin Long. 
_— Wis.—Harry Gross, 
ldg. 


Heron Lake, Minn.—A. H. Stebel. 

Hinckley, Minn.—John Sundean. 

Green Bay, Wis.—Franklin Krueger. 
Arcadia, Wis.—A. J. Bauer, Stencel Bldg. 
Seattle, Wash.—Hollywood Slipper Shop. 
Seattle, Wash.—P. L. Runkel, 703 7th Ave. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 
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